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FOREST PRODUCTS SINCE 1872 


“LAYTITE” 


Maple and Birch 


FLOORING 


The World’s Finest 
-- Bar None 
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Write for illustrated 75th Anniversary Booklet 
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LAONA, WISCONSIN CONNORVILLE, MICHIGAN 


Connor Lumber & Land Company 


Northern Hardwoods, Pine é? Hemlock 


PHONENO.3 MARSHFIELD, WISCONSIN P.O. BOX 112-M 


Behind the Mills -- The Connor Timber Stands 
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Call our nearest representative or address the home office: 


FORDYCE, ARKANSAS 
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FLASHES x kk wk kk ok 


A VOLUNTARY WAR PRODUCTION BOARD has been drafted 
in preliminary form by the Commerce Department. It will probably 
aim at going as far as possible under the law in setting up allo- 
cation agreements for the armed services and the Marshall plan. 
Agreements so far have been directed at reducing the pinch in 
the freight car and housing industries. 


ENDORSEMENT OF THE PRESENT VERSION of the Taft-Ellender- 
Wagner bill on housing was contained in a statement by the Amer- 
ican Institute of Architects and presented to the house committee 
on banking and currency. The statement contained this sentence: 
“The public housing program of the bill, its most controversial fea- 
ture, is clearly in line with the action of the A. I. A. board of 
directors.” 


INSTALMENT PAYMENTS ACCOUNTED for Americans going 
| billion 282 million dollars deeper into debt in the first six months 
since time payment restrictions were removed last November. This 
means instalment credit for retail buying reached the highest level 
in history at 6 billion 736 million dollars as of May 1. 


THE NATION’S SAVINGS AND LOAN associations reported a 
record first quarter total of $847,000,000 in mortgage loans during 
the first three months of 1948. Of this total $234,000,000 went for 
construction of new homes, $413,000,000 to finance purchase of 
existing units, and $20,000,000 to cover loans for home repair, 
modernization and miscellaneous purposes. 


THE SELF-STYLED REPUBLICAN ECONOMY Congress is near 
adjournment without having been able to cut federal spending. 
Expected approval of 1948-49 outlays of around $41 billion dollars 
is $3.5 billion above the figure—$37.5 billion—Truman proposed 
for the 1947-48 budget. Democrats helped swell the total but Re- 
publicans have okeyed such New Deal favorites as soil conserva- 


tion, public works, veterans’ benefits, social security and farm price 
supports. 
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What's Happened Since V-E Day? 4 










































































IT'S NOT OVER YET 


Points finger at election as 
reason for shelving T-E-W 


ACCORDING to the Chicago 
Journal of Commerce “the inter- 
national wheat agreement, univer- 
sal military training and the Taft- 
Ellender-Wagner housing bill have 
been stowed in mothbalis. That 
looks like a good place for them. 

“But Congress shoved these 
measures out of sight, not because 
they are bad bills (as they are) 
but because they are controversial.” 

It looks like some people expect 
government housing to be with us 
again next year. 





ANNUAL MEET OF NRLDA 
SET FOR MIAMI IN FALL 


Miami, Florida will play 
host to National Retail Lum- 
ber Dealers Association the 
week of November 8. The 
secretaries expect to be in 
session on the 7th and 8th. 
The board of directors will 
hold meetings from 9:30 a.m. 
to 1:00 p.m. on the mornings 
of the 9-10-11th. Dealers who 
attend the convention will be 
welcomed at these meetings 
and are urged to attend the 
sessions. 

Holding the meetings in the 
mornings only will leave the 
afternoons and evenings open 
for sightseeing, fishing or 
other activities in which the 
Miami area abounds. 











GENERAL MOTORS WAGE 


Increase expected to set pattern 
for pay settlements elsewhere 


A REALISTIC approach to the 
wage problem by the General Mo- 
tors and UAW-CIO bargaining 
committee resulted in the signing 
of a two year contract in Detroit 
that may set an example for peace- 
ful settlements in other industries 
in 1948. 

Two key points indicate both la- 
bor and management were seeking 
a fair solution to the over-all wage 
problem. Pay increases or decreases 
as the case may be will be deter- 
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It’s been proven! The biggest “money-making” 
products in any dealer's store are those that 
require the least handling. In other words, the 
products that come to you ready for sale! R. D. 
Werner realizes this. That’s why Chromtrim 
Metal Mouldings are delivered to you pre-cut, 
pre-wrapped, and pre-sold, ready for cash 
and carry purchasers. 


What's more, you get one of the most compact, 
most attractive nationally-advertised floor mer- 
chandisers ever designed. Covering only 23” 
x 16”, it’s yours on Chromtrim’s sensational 
8/60 Deal! 


FOR JUST, $55.80 
THE CHROMTRIM 8/60 DEAL GIVES YOU... 


Ten 6 ft. lengths of each of 8 popular Chromtrim 
metal mouldings—ready-wrapped for fast sales. 





1. The Chromtrim “Silent Salesman” 8 
tube stock dispensing unit. 

2. Eight metal snap-on holders with re- 
tail price tags. 

3. Metal dispensing tray and supply of 
nails. 

4. Supply of 100 consumer instruction 
folders. 

5. Free copy of Chromtrim’s ‘’Trim Ideas” 
and remodeling projects. 

6. Three-color counter display card. 
rr” = 34". 

7. Full-color life size window display of 
the ‘‘Chromtrim girl.” 





Chromtrim national advertising in 11 lead- 
ing magazines pre-sells more than 
15,500,000 homemakers on the Chromtrim 
*'Trim-it-Yourself’’ idea. 








R. D. WERNER CO., INC., 295 Fifth Avenue, New York City 16, N. Y. Dept. AL-619 











] Ship complete 8/60 deal(s) at $55.80 to 
eee - 

Address...... 

tl cissticonicicceceaninotoupiphinanl , State. 





My distributor is 


7 Ple 





send a FREE copy of ‘Trim Ideas’ and further information on the Chromtrim 
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tion to variations in the Bureau of 
Labor Statistics cost-of-living in- 
dex. 

GM recognized the worker’s (e- 
sire to see the buying power of 
an hour’s work increase as the na- 
tion’s industrial efficiency improves 
by agreeing to grant an annual 
three cent increase to the base pay 
scale regardless of whether the 
cost of living adjustment is up or 
down. 

This feature of the contract 
marks a new approach to the prob- 
lem of whether and how much la- 
bor should benefit from profits re- 
sulting from technological advance- 
ments. By agreeing to underwrite 
a three cent base pay raise each 
year, it would appear GM manage- 
ment has agreed to labor’s right 
to participate in such profits. The 
annual raise has been called the 
improvement factor. 


Immediate effect of the new con- 
tract is an 11 cents an hour in- 
crease for all eligible employes. 


HOO-HOO PURRS ALONG 


50 kittens join at Corpus 
Christi evening meeting 


W. A. BRATTON, chairman of 
the organization committee, had a 
fine class of 50 kittens and six re- 
instatements lined up for the Con- 
cat which met May 28 at the White- 
Plaza hotel, Corpus Christi, Texas. 


Herb Stokely, mayor of Browns- 
ville and president of the Texas 
Lumbermen Association, flew up 
to attend as one of the kittens. 


TO FORECAST 


Troubles in money credits 
studied by new foundation 


A NEW Credit Research Foun- 
dation founded by credit men will 
attempt to foresee financial troubles 
that might lead to bankruptcy. The 
foundation was formed at the 52nd 
annual Credit Congress in Cleve- 
land and is expected to begin oper- 
ations late this fall in New York 
City. 

It is hoped that 500 firms will be- 
come members by the end of the 
year. More than 300 have already 
joined. The fee is $100 for the first 
12 months. 

Why companies fail, the causes, 
effects and possible remedies for 
credit losses are some of the ques- 
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THE MERCHANDISER. Designed by Ply- 
wood Merchandising Experts. It is compact, 
Strongly Built, Bright and Attractively Col- 
ored, Protects Your Plywood Panels — And 
Places These Panels Where the Customer Can 
Get at Them Easily. 


ADVERTISING MAT SERVICE. We also supply a free newspaper advertising mat 


service, three different size mats that you can use. 


GET INTO THE HARDWOOD PLYWOOD $1000 A MONTH CLASS WITH 
AETNA'S SUPER-SALES PLAN 


Take advantage of this opportunity now 





DON'T WAIT — ONLY A LIMITED : pena eeeces eaeesceccacesen “s 
etna Plywood & Veneer Co. & 

NUMBER ARE AVAILABLE om . me = : 1732 Elston Ave., Chicago 22, Ill. : 
MAIL THIS COUPON AT ONCE : Gentlemen: We are attaching this coupon : 

# to our letterhead. Will you please send us , 

* full information about the AETNA HARD- , 

; WOOD PLYWOOD MERCHANDISER and sa 

PLYWOOD & VENEER COMPANY ' SUPER-SALES PLAN? We want to know 3 

8 how we can get them as soon as possible. : 

1732 Elston Ave., Chicago 22, Ill. : ; 

Branch: Grand Rapids, Mich. (Warehouse) BREE sue totes crenenitereens eats vey eae enes : 

Sales Offices 1 ; 

Detroit, Mich. Indianapolis, Ind. : Se eR i 215s Snrnavavorrm abe rabeia miasaiel Marea lode te r 

Milwaukee, Wis. Marion, Ind. West LaFayette, Ind. weeeeeeeeesee ese ew eee ee see eeeee a 
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Paints Behind 
Radiators! 

New nozzle sprays 
paint straight ahead, 
up, down, sideways. 





Furniture 

Painting Easy! 

Uses any type paint. 
Holds 24 oz, 
Guaranteed. 8 lbs., 
complete. 














COMPLETE 
WITH MOTOR 











Professional Results 

Smooth, even 
coat gives every- 
thing a ‘‘factory 
finish.” 


No Extras fo Buy 
Send for complete 
details. *Slightly 
higher in western 
territories. 


ILLINOIS, CHICAGO 


tHe LOWELL 
ELECTRIC PAINTER 


Here’s your chance to add 

new highly profitable sales and 
increase your sale of paint. 
Because painting is so much 
easier with the Lowell ‘‘Thoro- 
Spray,’’* more painting will 
be done, more paint used. 

Stock up now and corner the 
sales that are on the way. 


NATIONALLY ADVERTISED IN 
THE SATURDAY EVENING POST 
Better Homes and Gardens 
POPULAR MECHANICS 


*T.M. REG. U.S. PAT. OFF..(C) 1947-L.M. CO. 


11, ILLINOIS 
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tions a research staff will attempt 
to answer. The foundation will also 
make a study of cash and trade 
discounts, inventory and working 
capital turnover and the effect on 
business of population and industry 
shifts. 

Other work planned by the foun- 
dation includes an analysis of the 
duties and functions of the credit 
manager; the development of stand- 
ards in building a credit file and 
how to use it most effectively; 
study of commercial laws affecting 
credit transactions; development of 
model laws; and a review of bad 
debt charge-off in different indus- 
tries and areas. 


FILM FOR DEALERS 


Southern Pine movie will 
be loaned for dealer use 


A TREES to homes lumber film 
featuring drawings superimposed 
on the house pictures to emphasize 
important building points has just 
been released by the Southern Pine 
Association, New Orleans, La., 
H. ‘C. Brooks, secretary of the or- 
ganization, reports. 

The new film traces the progress 
of the lumber from the time the 
tree is marked for cutting through 
the manufacturing processes and 
into the completed home. The oper- 
ation of felling, bucking, season- 
ing, grading and shipping are il- 
lustrated and discussed by the nar- 
rator. 

Quality home construction is 
dealt with fully. Chief emphasis is 
put on the main structural parts 
of the house. 

Pictures of actual houses, with 
drawings superimposed upon them, 
feature construction points being 
discussed. The anchoring of sills, 
for example, is explained while the 
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“Best salesman we ever had! First he 
reads his client's future and gets him 
so worried he signs immediately!’ 








June 10, 1908, AMERICAN LUMBERMAN © 









































my) 
also 
‘ade 
cing 
», On 
stry 
yUuli- 
the 
edit 
und- 
and 
ely ; 
ting 
t of 
bad 
dus- 
will 
use ; 
alm One eveful of Korina tells you why this is a Korina is a natural; rivaling hard-to-get comb- 
sed wood which your customers will like. grain oak, for example. 
size 
just : ee —_ _ ; 
ine If you haven't feasted your eyes on this honey Prepare to meet demands for Korina with ample 
La., blonde newcomer to the line of Weldwood dorks, Your comme oth te sellin 
or- . : ‘3 
Hardwood Plywoods, hang on to your hat: Korina will soon be going into modern interiors 
ress : 
oa ; , ' the finest homes, the smartest shops. 
hors Here's coloring and a figure that rival Prima ; P 
and Vera; a figure that shows stripe and more than BRING YOURSELF BP TO DATE OW KORIWA 
per- : ; ae , 
well a hint of cross fire. Only Korina is cleaner, 
il sounder, with flitches that run wider. Fill, clip and mail this coupon: 
lar- 
Ll ee i ie | 
is And, speaking of figures, Korina more than | ‘ i 
s is I ee me . 1—~ \° UNITED STATES PLYWOOD CORPORATION 1 
ale rivals Prima Vera in price—it’s about one third \ 55 West 44th St.. New York 18. N. Y. I 
— ‘ . 7 I 
less. Yet, remember, Korina offers all the popu- ; 
vith . . ee { Gentlemen: I want to know more about your inter- 1 
em, lar Weldwood Plywood advantages that alert, | esting new Weldwood Hardwood... KORINA. % 
ing . ; ; , > 4. i l 
‘is style-conscious architects’ and builders clients —, , 
" Name— iso a 
the know about and appreciate. ! I 
= a a ee ee = . 
For present-day, high-fashion finish effects, eo la i 
¢ a ~ —— State ae ee 
| i ] 
, oom oe oe oe oe ee es ee a es ss es es ss os os os aod 
| 
_ WwW p i d Sateen? ee Plywood aera. joe dae 
* Weldwood Moldings Tekwood* (paper-face y ) 
E L D WwW O O D y w 1e) ° Douglas Fir Weldwood Fiemnatl , vege 
Weldwood Plywood and Mengel Flush Doors are products of a —_ _—— ee Glue* <a ioe, adhesives 
UNITED STATES PLYWOOD CORPORATION THE MENGEL COMPANY = Qveshead Garage Doors aoe 
| New York 18, N. 'Y. Louisville 1, Ky. - Molded Plywood a, 
r exglass* 
| Distributing units in Baltimore, Boston. Brooklyn, Chicago, Cincinnati, Firzite* *Reg. U. S. Pat. Off. 
a en. Fee High Point, Los — ae een 
} ew York, Oakland, Philadelphia, Pittsburgh, Rochester, San Francisco, y ‘ ‘ : : : 
Seattle. Also U.S.-Mengel Ply woods. Inc., distributing ee in an Dallas, Tissier dasa’ tee ae ae a 
. 4 ee a i ee ee eee eee stee, Taronte: Send Muwirice Plastics and Wood — urea resins and other approved bonding agents; the 
— to nearest point. Welded for Good = latter with phenol formaldehyde synthetic resin. 
N ‘ 
BuILpING Propucts MERCHANDISER ‘ oe 11 











NEWS a«¢d TRENDS 





film shows in X-Ray fashion, the 
relation of this framing to the 
rest of the structure. Bridging, 
framing over openings and other 
details are explained in like man- 
ner. 

H. C. Berckes, association secre- 
tary, reports that the film is avail- 
able on a loan basis without charge 
for showings to civic groups, con- 
tractor and dealer meetings, in 
schools training apprentice car- 
penters and as a sales aid for the 
dealer to show his customers. 

Standard equipment, consisting 
of a film projector and a record 
player are required. These may be 
obtained at many schools and may 
also be rented from film supply 
houses. 

A letter to Mr. Berckes will get 
those interested further informa- 
tion. 


KILN DRYING 


Repeat demonstration in fall 
due at laboratory in Madison 


ANOTHER 2-WEEK demonstra- 
tion in the kiln drying of lumber 
will be given at the Forest Prod- 
ucts Laboratory, from September 
20-October 1, Director George M. 
Hunt announced today. 

Enrollment in the September 





APRIL STARTS SOAR 


The Bureau of Labor Sta- 
tistics release show a pre- 
liminary estimate of 90 thou- 
sand new permanent nonfarm 
dwelling unit starts in April, 
a whooping big 34 percent in- 
crease of April, 1948. The 
release shows that nearly all 
this April’s starts were fi- 
nanced privately. 

Homebuilding for the first 
four months of 1948 showed 
an increase of 51,800 units, or 
25 percent, over the same 
months last year. So far this 
year builders have begun 
257,000 units. 

Larger cities showing ex- 
ceptional gains include Wash- 
ington, D. C. and Arlington, 
Va., New Orleans, New York 
City, and Houston and San 
Antonio, Texas. Substantial 
drops occurred in San Fran- 
cisco, Portland, Ore., and in 
Dallas, Texas. 
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demonstration will be limited to 35 
persons. Applications will be ac- 
cepted in the order received. Per- 
sons wishing to enroll should write 
to the Director, Forest Products 
Laboratory, Madison 5, Wis., as 
soon as possible so that application 
forms may be forwarded. Previous 
dry-kiln experience is not required 
for enrollment, but the men enroll- 
ing should have a knowledge of 
simple arithmetic. 

Under the Cooperative Work Act 
of May 22, 1928, a fee of $150 per 
person will be charged to cover 
estimated costs of the demonstra- 
tion. All travel, living, and per- 
sonal expenses must be borne by 
the student. 


The demonstration will cover the 
basic principles of seasoning wood, 
types of dry kilns and kiln equip- 
ment, kiln operation, testing kilns 
for uniformity of drying condi- 
tions, drying schedules, and other 
phases of kiln drying. The time will 
be divided into lecture, laboratory, 
kiln operation, and discussion pe- 
riods. 


BUYER STRIKE FAILS 


Experts foresee continued 
price rises in house market 


RECENT reported buyers’ 
strikes in the house market have 
turned out to be futile dikes in the 
flood of costs rises in building in- 
dustry in the belief of many ex- 
perts. 

A recently completed national 
survey by the Dow Service, Inc., 
New York publisher of building re- 
ports, reveals an average construc- 
tion cost of increase since last fall 
of 5 percent in 33 states. The other 
15 states, principally in the indus- 
trial northeast and north central 
areas, averages a 2 percent rise. 

“Only in a few local areas,” says 
Myron L. Matthews, vice president 
of the Dow Service, “have costs 
shown any drop.” 

Many home buyer prospects who 
shied off a few months ago in the 
belief that prices could not stay up 
are now finding as much as $500 
added to the price of a $10,000 
home. The backlog of demand for 
housing is so huge that scattered 
refusals to pay current prices has 
had no effect on the overall picture. 

The most hope many observers 
held out is that the upward spiral 
of prices is nearing a peak, but 
they see no hope for lower costs. 

In the New York area, for in- 
stance, contracts signed in June 
guarantee that there will be no 
decline in wages before June 30, 


Remember When? 








YES, many of you dealers 
have interesting tales to tell of 
your early days as a lumber- 
man. Experiences that you had 
buying lumber and other build- 
ing products—and selling them. 
Who will say that life as a re- 
tail lumber dealer was any less 
interesting 40, 60, or 75 years 
ago? 

We would like to hear your 
best story or anecdote of the 
early days. The best of these 
will be published in our special 
75th ANNIVERSARY issue, 
September 11. 


Write your old-timer’s anec- 
dote today and mail it to the 
75th ANNIVERSARY editor, 
AMERICAN LUMBERMAN, 
139 North Clark St., Chicago 


2, Illinois. 











1950 and a loophole is left open to 
increase wages further if the cost 
of living goes above its January 
1948 level. 

The architectural firm of Rudolph 
A. Matern and Associates, Long 
Island, until recently has been ad- 
vising clients to hold off building. 
Now, according to Matern, they 
are “advising people to build now 
if they must have a home within 
the next two or three years.” 

J. P. Perry of the Turner Con- 
struction company, which special- 
izes in outsized projects, cites the 
building demand as being “stag- 
gering in immensity’. He believes 
the “European recovery plan will 
have a great effect on our national 
economy”. 
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WAS TIN GION 


BUREAU OF LABOR STATISTICS has a new im- 
portance; since the customers’ price index which it 
issues will fix wage changes for nearly a quarter- 
million General Motors employees. If the index goes 
up, wages go up; and vice versa. The formula is 
written into the GM wage contract. Other corpora- 
tions and industries are expected to follow this pat- 
tern in negotiating contracts; at least in part. 


RENT CONTROLS—t'evvens sakes!—may heave 
a monkey wrench into this situation and so alter the 
national wage scale in a big way. The BLS index 
stood at 169 when the GM wage contract was fixed 
up. But food, clothing and house furnishings stood 
at about 200; while rents were 116. If controls are 
lifted and rents catch with the other items, the index 
will climb a tree with wages right along with it. Not 
a lot of worry, but some. 


THE PRICE INDEX—now at the highest level in 
60 years—is made up monthly through the com- 
pilation of more than 80,000 prices, gathered in 56 
cities. The toughest topic in fixing up the index is 
adjusting the “pattern of expenditure.’ So much 
bacon, so many kilowatts of electricity, so many 
vacuum sweepers and so on, bought by the aver- 
age customer. Prices, by themselves, don't add up 
to an operating index. 


THE PATTERN CHANGES, especially when price 
shifts are uneven. Butter goes to a dollar, and sales 
of oleo rise. Plenty of retail fear, clear across the 
board, that the rise of substitutes may put the skids 
under inventory investments. The BLS has to do 
more than measure the level of store prices; has to 
know kinds and quantities of goods bought. It's 
here that the agency has its tough job. 


CONSTRUCTION COSTS are still drifting upward, 
but the experts don’t expect much more ascent 
That is, unless defense construction of various kinds 
should go high, wide and handsome. It could do 
just that, of course; in which case better get your 
mind fixed for controls and allocations and such. 
However, don’t expect these checks and channel- 
ings unless defense construction really gets up to 
king size. 


HOUSE CONSTRUCTION looks to be big market 
stuff through next year. The analysts don't guaran- 
tee it, because there are too many factors that could 
come unstuck. But the backlog of intention-to-buy 
is still big; about two and half million families, 
which is a lot of potential customers even though 
the number is down a little as compared with the 
Statistics of a year ago. The market is there; in 
habit-forming quantities. 
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CUSTOMERS AND PRICES: John Citizen and the 
Missus are fixed to pay more for that house. Sur- 
veys show they'll increase their offer of last year by 
$1,000 or more. About six percent more of the 
house-owning candidates are willing to go above 
$10,000 this year than were willing to do so last 
year. Most people still can't reach that high; but 
the number who can is increasing. There seems to 
be optimism about incomes. 


LOWER LIVING COSTS? While commodity prices, 
including light construction costs, are still rising 
slowly and haven't reached a stabilized level, there 
are signs that some sharp operators expect the cost 
of living to soften; probably next year. For example; 
some big unions are making two-year contracts, 
which they wouldn't do if they expected h. c. of 1. to 
keep climbing. Principal decline expected, the price 
of food. 


HOUSING BILL: It'll be decided soon; probably 
before you read these lines. Some sort of earlier 
plan to let the whole thing expire in the Banking & 
Currency Committee of the House; but outside pres- 
sure on committee members led to its being re- 
ported out, without public housing but with an open 
rule allowing the public housing provision to be 
added by amendment on the floor if it could muster 
enough votes. 


CONSTRUCTION INDUSTRY INFORMATION 
COMMITTEE is putting out useful public-relations 
material; something much needed and already do- 
ing good service. If the storm of attack on the indus- 
try in Washington is being duplicated, even in 
small part, out your way—wowie! Better alert the 
reserves. You can contact the NRLDA or your re- 
gional association to obtain these folders. They have 
real defensive power. 


LUMBER PRODUCTION is high and is expected 
to stay up there. The Lumber Survey Committee 
predicts this year’s production will equal or slightly 
exceed the output for 1947. There were signs of a 
softening market in February and March. But that's 
been changed; in part by the fact that families, 
waiting for lower construction prices, definitely 
have decided that lower prices are not now in the 
cards. Hence they're building. 


LUMBER STOCKS: Mill stocks have gained a very 
little; but in the meantime retail stocks went up by 
some 19 percent. .Surplus inventories, in other 
words, are held chiefly by retailers; indicating their 
confidence in the market. But, at that, retail stocks 
are not in balance; and some lines are pretty low. 
Once more, it’s hard for retailers to buy the exact 
grades and sizes they want. 
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THE 2X4 — 


Division of 
Chicago Warehouse Lumber Co. 


R #4 
as = ou a Cars Rolling 
FU- “5 Mill Shipments 


We offer for quick shipment, 3 cars: 


2x4—8 to 20" DOUGLAS FIR, No. 1 Common & Better, S45, 
Double-End-Trimmed, Eased-Edges, Green 


"Good La 44 oe Thats Al / 


30 NORTH LA SALLE STREET * CHICAGO 2, ILLINOIS * Telephone ANDover 7030 
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Sustained Yield 


PONDEROSA PINE 


4 \ NTO. Ay 


CALIFORNIA SUGAR PINE 
SP eee Foc Wideoek WESTERN WHITE SPRUCE = @Uity Lumber 


for 60 Years 
Industrial Box Shook 


WINTON LUMBER SALES CO., Yoekay “ower. MINNEAPOLIS 2, MINN. 











STILL MOST POPULAR! 


“Tower” 42“ Edger 


now equipped with 


1. Roller or Ball Bearings 
2. One Front and Two Rear Feed Rolls 
3. Front and Rear Pressure Roll 


STRONG — RIGID — DURABLE 


For Information and Prices, Write 


This shows the husk and front table of the No. 10 GREENVILLE 
TOWER 42-inch Edger, the rear table is not shown. The R. J. Tower Iron Works Msloce 1e09) 


2f 
te 9 , 
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Thas seed hs LUMBER INDUSTRY exclusively for 
more than 43 Years with FIRE AND ALLIED INSURANCE 
COVERAGES... and FIRE PREVENTION SERVICES 


Inquiries Invited 


US a Underwriting Company 


1000 R.A. LONG SLDG. KANSAS CITY 6, MO. 
\ 1205 NAT 3ANK OF COM BLDG 

J. J. LYNN, President 509 TERMINAL SALES BLOG 10s) L BANK OF ON BLDC 

PORTLAND 5, ORE NORFOLK. VA 





1309 CONCOURSE BLDG 
TORONTO 1, CANADA 
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WORDS CAN GROW HORNS! 


A good verb sometimes makes a bad adjective or noun. 


In the interest of improved unity in American 
economic life, the word “labor” used as a noun 
should be banished or relegated to use only when 
there is no better word or phrase available that will 
give the exact meaning intended. 

Because it has been loosely used to identify the 
racketeering, subversive and belligerent elements 
among employed people, the noun labor has become 
a divisive, disuniting and insidious promoter of class 
consciousness and antagonisms. 

Any fighting word uually arouses its most vicious 
connotation first, regardless of its more constructive 
actual meanings. 

Because it is to the advantage of certain people to 
foster class distinctions, some people deliberately use 
labor to create class feeling. 

Others use it with no such thought but, whether 
deliberate or not, the use of the noun labor without 
making apparent the exact meaning desired tends to 
increase class consciousness. The term anti-labor is 
a glaring example. 

Class consciousness is a negation of what the Amer- 
ican way stands for, i.e., freedom of private enter- 
prise, the dignity of the individual, and responsible 
citizenship in a true democracy. 

Labor in its current usage is substituted for work, 
workers, employees, trade unionism, union members, 
non-union members, skilled and unskilled employees, 
craft unions, industrial unions, white collar workers, 
wage earners, union leadership, union racketeers, 
“have nots,” farm help, domestic help, etc. 

When we speak of the employed, let us use words 
that promote unity rather than class distinction. 

Worker is such a word—who is not either a ‘think- 
ing worker or a working thinker?” In that sense 
ours is a worker’s republic. 

The words union and unions are traditionally uni- 
fying in American life. We speak of The Union, and 
In Union there is strength. We cannot debase union 
into a divisive word because all organized groups and 
associations are in reality unions. 

Why should anyone speak of anti-labor legislation 
when anti-racketeering or anti-monopoly is meant? 

Labor is an impersonal noun. The American way 
is to promote the dignity of the individual. Employe 
and worker both have personal dignity. 

The term, labor-management is inaccurate because 
both are workers and both are employed. Employer- 
employe is more nearly correct. Collective bargain- 
ing as to wages and compensation plans is an em- 
ployer-employe problem. 
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Employer-employe negotiations need not promote 
class antagonism because the essence of their rela- 
tions is a trade. Where monopoly is not present there 
is nothing essentially disuniting in a trade. 


Employers do not lose their responsibility because 
they delegate wage negotiations to a hired manage- 
ment. 


Management-wage-earner relationship, on the other 
hand, is essentially one of teamwork and partnership 
—the very antithesis of class distinction. 


So-called labor-management relations outside of 
the area of compensation are leader-follower rela- 
tions. A manager is a worker promoted to leadership 
because of ability. Every worker has an equal chance 
to become a leader through demonstrated ability. 
This is a unifying concept. 

We need no officer class in American enterprise. 

All group effort requires direction—and the gen- 
erals, colonels, captains, lieutenants, sergeants and 
corporals who together make up industrial manage- 
ment are the demonstratedly competent directors and 
leaders of group effort. But they too are working 
members of the team. Their function is to develop 
productive teamwork and cooperation in the bal- 
anced interest of a stockholders, customers, the com- 
munity and the team! 

Every time we are tempted to use the word labor 
as anything but the grand verb it should be, a little 
bell should ring in our minds warning us that we are 
promoting class enmity in American life. Then per- 
haps we will substitute a more constructive and ac- 
curate expression. 

Wouldn’t it be helpful if all employers would 
think, as well as say, our people, or our associates, 
instead of our labor? 

The road to peace-time unity in American life will 
be a long one and a hard one, but some of the de- 
tours may be avoided if we think clearly and say ex- 
actly what we mean in our human economic relations. 


EDITOR 
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For Vole in Tile Boards— 
it’s UPSON DUBL-THIK Fibre Tile! 
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Has no equal for permanence at low cost! Praised to the skies by countless 
customers. Yet lowest in price when applied and finished, contributing to the 
lower priced home without sacrifice of quality. Provides soft enduring beauty. 

Won’t crack or loosen. Apply on furring right over old plaster or 
direct to studs in new construction. You can sell furring, fasteners, 
moulding and paint too. 


Your nearest Upson jobber can deliver promptly. Call him now 
or send the coupon below! 


_ Easily Identified By The Famous BLUE Center | 





Send 


NAME 


THE UPSON COMPANY, 56 Upson Point, Lockport, New York 


me your booklet “Gleaming Magic,” and directions for applying Upson Dubl-Thik Fibre Tile. 
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ONE STORY BARN 


Show the farmer you are up-to-date by offering the 
latest technical information; services sell materials. 


‘THE ONE STORY barn, like the 

new car, appeals to the eye. 
It looks trim, streamlined and in 
tune with the times. Beyond this, 
its appearance can lead to the as- 
sumption that because the one 
story barn takes less material to 
build, it is going to cost the farmer 
less. It is at this point that the 
dealer, by studying the differences 
between the older hay mow type 
barn and the newer one story de- 
sign, can render his farm customer 
a genuine service and at the same 
time carve a definite place for him- 
self in the farmer’s thinking when- 
ever he plans to build or has re- 
modeling problems. 


Although appearance is impor- 
tant, it should not be the first con- 
sideration in designing a_ utili- 
tarian building such as a _ barn. 
Appearance may be a big factor in 
selling a one story barn, but there 
are also practical reasons for con- 
sidering such a design. First of 
these is the fact that the building 
as such requires less material and 
less labor. The one story barn takes 
approximately half as many square 
feet of roof boards and shingles 
as the conventional Gothic roof 
barn. Application time of the roof- 
ing material is cut by the same 
amount and a further labor saving 
is accomplished since a minimum 
of scaffolding is required to do the 
roofing work. 


The second major reason some 
farmers tend to prefer a one story 
barn is the opportunity to get a 
clear space free of posts. The in- 
terior photo shows how trussed 
rafters, by eliminating posts, give 
complete freedom in the interior 
planning; and also how a smooth- 
finish ceiling material is applied in 
a manner to conceal the joists as 
compared to the usual exposed 
framing. 

After considering the primary 
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Interior of one story post free barn; note the smooth ceiling since application can be 
made to bottom of joists when no hay floor is required. 


advantages of the one story barn, 
the dealer should consider the other 
side of the picture. If he is going 
to be in the position of offering 
valuable service and advice to his 
farm prospect, he should follow 
through from the basic price com- 
parison and show the farmer the 
additional expenses demanded by 
one story construction. Since no 
hay storage space is provided by 
a mow, a one story barn requires 
either a hay keeper in the form of 
a silo; a baler for baling hay and 
at least an open wall shed for stor- 
age; or a large storage space apart 
from the barn for putting up loose 
hay. The last method is definitely 
impractical from the point of view 
of space required and labor neces- 
sary to move the hay from storage 
to the cattle. The first method, or 
hay keeper, has been in use a num- 
ber of years. It has not won wide- 
spread favor. Baling appears to 
be the most widely applicable 


method of handling hay for use 
with the one story barn. 

However, the expense incidental 
to baling tends to nullify the ma- 
terial and labor savings inherent in 
the one story barn. The original 
investment in a baler would in most 
cases either wipe out or exceed the 
savings. Beyond this, the farmer 
still must erect storage space for 
the baled hay. This space could be 
in the form of an additional shed. 
But the storage space could be 
gained most economically by alter- 
ing the one story design into a one 
and a half story design. It will be 
noted, however, that the one and 
a half story design with hay stor- 
age eliminates the clear floor span 
in the first floor, since supporting 
posts, girders and joists are re- 
quired as in standard barn con- 
struction. In this case, the added 
material plus the cost of the baler 
makes the cost of the one and a 
half story barn substantially higher 
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The one and a half story barn roof cuts 

down on material required; gives suffi- 

cient room for storing baled hay, but 

requires posts and girders in the lower 
floor. 





2 STORY 
GOTHIC 








SS ~ 

ry 
Graphic comparison of the two extremes 
in barn roofs. The Gothic roof gives a 
maximum of space for loose, chopped or 
baled hay; allows room to install a hay 
drier. The one story roof uses a mini- 
mum of material and gives a clear span. 








than standard construction coupled 
with the usual hay making tools. 


COMPARISON OF COSTS 

The accompanying chart draws a 
comparison of material costs be- 
tween the one, one and a half, and 
two story barns. Figures are based 
on a spot check in a typical farm 
area. Since the arch rafter price 
includes labor for building, labor 
for building the trussed rafters has 
been added in the case of the one 
and the one and a half story roofs. 
The larger amount of roofing labor 
required in the case of the two 
story barn has also been compen- 
sated for. 

By having the farmer add the 
costs of additional equipment and 
buildings where needed, a fairly 
accurate comparison of the various 
methods of storing for hay can be 
arrived at. 
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Typical one story barn design which takes a minimum of labor and material but 
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requires provision for hay storage elsewhere. 





Streamlined version of the one story barn; silo and hay keeper in background. Hay 
keeper stores hay in chopped form and is fed like silage. 


It is not the dealer’s job to influ- 
ence the farmer to adopt one form 
of farm management in preference 
to another. The farmer makes that 
decision himself on the basis of in- 
formation from many sources and 
for many other reasons besides 
original investment costs of build- 
ings and machinery. 

The dealer can, however, make 
himself valuable to the farmer cus- 
tomer by being in a position to 
draw cost comparisons between 
various types of barns. He can help 
assess the advantages and disad- 
vantages of various barn designs 
from the point of view of the farm- 
er’s management plan, and to try 
to see that the farmer gets the barn 
that will serve him best over the 
years. 


Gothic roof construction 


I 6 at eas AM ori 2 Sle $ 27 
girders and joists........ 266 
SEE geisha Saleiedne aad 330 
RD soni Sale es ap eornie 1,116 
a 456 
CC ee ee ee 410 
| ra 68 
ree 243 
compensation for added la- 
| a 137 
Dh («cit bdnaieh cane $3,053 


One story barn roof 
Material for trussed 


BS Gs ee oe een ae $ 384 
week Genids .... 60. ceee. 320 
DEE Sonus bei eadeGa 280 
gable framing and siding. 97 
ceiling material ......... 250 
on-job labor to build 

CE nd nh bbws 73 
Ee ee $1,404 
Add as required: 

Hay keeper .........;. ae 


storage sheds ......... 

field harvester ........ 

| eer rss en 
ee ee eas. 


One and a half story barn 
construction : 





One story total.......... $1,404 
Se 250 
$1,154 
i nace Mig aa 335 
NN oie elpheh eons ones eine chu. vf | 
girders and joists........ 266 
additional side studs and 
ae eee 301 
ML. wi dae enna wee ewe $2,081 
Add cost of baler........ $ 
Se SEE dws besncea $ 
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How the Small Town Dealer 
CAN GROW 








through Serving 


O BE a successful building ma- 

terial dealer in your commu- 
nity, you should be a good citizen. 
To be a good citizen you must be 
dependable, loyal and honest, and 
always keep in mind that you are a 
builder of everything that is for 
the betterment of your community. 
You must give freely of your time 
to public activities for the general 
welfare, such as Red Cross, general 
health improvements and coopera- 
tive efforts to attract new indus- 
tries. 

Advertising is of great impor- 
tance. I have always been a firm 
believer in it. I thing there is some 
good in all advertising, such as di- 
rect mail, plan books, and radio. 

Our yard has carried regularly 
for a number of years a column in 
our local newspaper called Timely 
News. In this column we mention 
local news items, names of persons 
building new homes, making re- 
pairs, or doing remodeling jobs, 
and we usually throw in a few 
of Ben Wand’s jokes. We carry 
a five minute news broadcast daily. 
Four minutes of the latest world 
news is given plus a one minute 
commercial which is concluded with 
the last minute cotton and weather 
reports. 

We maintain reflector road signs 
on the highways entering our town. 
We believe that well painted and 
lettered delivery trucks are assets 
to good business, since they are 
generally seen by many people who 
have never visited our yard. 


KEEP NAME BEFORE PUBLIC 
REGARDLESS of what kind of 
advertising is done, the main thing 
is to keep your name before the 


*Mr. Munnerlyn, one of the first Master 
Merchants selected by AL&BPM, lives 
in Bennettsville, S. C. This material is 
extracted from a speech made by Mr. 
Munnerlyn before the annual conven- 
tion of the Georgia Lumber and Supply 
Dealers’ Council this year. 
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By H. J. MUNNERLYN* 





H. J. MUNNERLYN. Your two most 
important employes, believes Mr. Mun- 
nerlyn, are the man who answers the 


the man who makes 
deliveries. 


telephone and 


public, so that when people think 
of building, they will think of you. 

Let us now divide our customers 
into the following groups: 1) 
farmers; 2) commercial and indus- 
trial accounts; 3) contractors; 4) 
home repair and over-counter sales. 

Let us first consider group one 
which includes farmers. The small 
town dealer should know all the 
farmers in his trade territory and 
visit with them from time to time 
during the year, talk over their 
problems, help them plan any build- 
ing program they have in mind, re- 
membering always to talk their 
language and about things in which 
they are interested. It is impor- 
tant for the dealer to keep up on 
the latest farm building methods 
and to pass on as a matter of in- 
terest experiences gleaned from 
other farmers. 


In the course of the call, the 
dealer would do well to mention, 


for instance, a portable hog feeder, 
since it can be built in spare time 
at the yard from scrap lumber and 
result in further sales. He can 
also suggest to the farmer that 
with a few sacks of cement and 
gravel obtained on the farm it is 
possible to build a feeding platform 
that saves a substantial amount of 
feed. 
FARMER IS IMPORTANT 


THE farmer is a year round cus- 
tomer, although the majority of his 
purchases are made in the months 
when he is not busy planting or 
harvesting his crops. He often 
pays cash, is not hard to satisfy, 
very seldom returns any material 
and makes practically no com- 
plaints. Of all customers I believe 
the farmer is the most satisfactory. 

Another important point to re- 
member about the farm trade is 
that rural electrification is con- 
stantly opening up new business. 
The farmer who gets electricity run 
into his farm becomes a prospect 
for kitchen cabinets, bath rooms, 
modern milk rooms and other im- 
provements. Wiring of farms 
opens a new market especially 
for those dealers who also handle 
home appliances such as refrigera- 
tors, pumps and so forth. 

The second class of customers in- 
cludes commercial and industrial 
accounts. These sales run about 
the same throughout the year, but 
it is often necessary to sell them 
at a smaller rate of profit. The 
average small town yard does a 
small percentage of this kind of 
business, 

USES PACKAGE SELLING . 
INASMUCH as there were no 
contractors in our town to repre- 
sent the third type of business, our 
yard established a contracting de- 
partment, specializing in the build- 
ing of small homes, reroofing, in- 
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sulating and weatherstripping. We 
call this package selling. 

In conjunction with selling the 
small home in package form, we try 
to explain the fundamentals of 
home financing to our customers. 
We find it is important to show 
the customer how to fit the mort- 
gage to his budget with monthly 
payments by determining how 
much he can reasonably afford to 
pay. We always avoid overselling 
our customers and try to persuade 
them not to overbuild. 

There are many prospective home 
owners who seem to be afraid to 
build a new home. They are afraid 
of a mortgage or obligation simply 
because they do not understand 
how they can enjoy home owner- 
ship and security through our 
present day home-financing plans. 

It is the dealer’s responsibility 
to show them how they can: 


1) Enjoy better housing while 
paying for it 

) Build an estate 

) Have greater security 

) Cultivate the saving habit 

) Foster better citizenship 

) Enjoy better environment for 
their children 

7) Own a home on monthly pay- 
ments as small as, or smaller 
than rent 

8) Improve credit standing 


ao Op co dO 


Site selection for the home is 
very important. Select the proper 
location from the point of neighbor- 
hood, transportation, utilities, and 
proximity to schools and churches. 


SUGGESTS PROPER PLANS 


DESIGN of the house is also im- 
portant. Both the present and the 
future needs of the home owner 
should be taken into consideration. 
In our own yard we carry a supply 
of plan books for distribution and 
have the services of a capable archi- 
tect to develop proper plans for our 
customers’ needs. We try to plan 
the house so it will be adaptable 
to future needs since a well planned 
house of attractive design should 
provide many years of happy own- 
ership. Of all the satisfactions of 
running a successful business, none 
is greater than helping a young 
couple build a house that will be 
home to them for years to come. 

We have, incidentally, found that 
electrical appliances, floor furnaces, 
venetian blinds and asphalt and 
rubber tile flooring are all good 
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Your Two Most Important Employes 





IN going over the entire organization of the building material dealer, 
we believe that the two most important employes are: first, the person 
who answers the telephone; and second, the truck driver who delivers 
the material. 


Take the person who answers the phone. If possible the same person 
should answer the phone at all times so the customers will soon recognize 
the telephone voice. In answering your representative should always give 
the name of the company first and then his name. For example, "The Citi- 
zens Lumber Company, Jones speaking." He should be posted on the 
merchandise that the yard has in stock; he should know what items are 
on hand, the price, be familiar with the uses of different articles and 
be able, as near as possible, to tell the time delivery can be made. He 
should be able to do all this without keeping the customer waiting on the 
line while he fumbles for the information. 


Also of uppermost importance is the delivery man or truck driver. He 
is the dealer's representative and is often the only person who comes in 
direct contact with the customer. He, too, should be obliging, polite, 
always making an effort to unload material in the proper place and leave 
the customer pleased. Any accidents, such as backing into a gate or 
fence, or any misunderstanding while making a delivery, should be re- 
ported to the office. If possible, the dealer should call to straighten out 
the difficulty before the customer has a chance to make a complaint. 





items that can be sold with a new 
house. 

Home repairs and over-counter 
sales is the fourth sales outlet for 
small town dealers. We have al- 
ways catered especially to. small 
sales and minor repairs. Even 
though they are not always profit- 
able, we find that if we take care 
of the small items properly, we can 
reasonably expect the larger and 
more desirable orders to follow. A 
very good idea is to have a carpen- 
ter available to send out on emer- 
gency calls to repair locks, put in 
a piece of glass, repair screens and 
so forth. 

DEALER A GOOD CITIZEN 

IN CONCLUSION, let us sum up 
what we in our yard think are the 
most important things that will en- 


able a small town dealer to grow 
through serving. 

Be a good, public spirited citi- 
zen; support the worthwhile move- 
ments in your town and support 
your trade association. 

Maintain a well balanced inven- 
tory of standard and nationally 
known brands of material. 

Carry on a diversified, continu- 
ous advertising program. 

Keep a clean, well kept and or- 
derly yard and grounds. 

Operate good delivery equipment 
that is well painted and lettered. 

Employ truck drivers who are 
obliging, eager to please and effi- 
cient. 

And last, but not least, in impor- 
tance is to have a courteous, poli‘e 
and efficient organization. 
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HO WILL BUILD the on-site 

house a decade or two from 
now? Will there be an adequate 
supply of keen, alert, ambitious 
young men who will select the build- 
ing trades as a career, when the 
present building crest subsides? 
These questions are giving food for 
serious thought to many retail deal- 
ers today. 

The dealers of Fort Wayne, Ind., 
who comprise the Lumber and Sup- 
ply Dealers’ Club feel they have 
taken some tangible steps toward 
favorably answering these ques- 
tions with a project they have spon- 
sored in the public schools during 
the past year. 

As a result of this program, all of 
the boys going through the elemen- 
tary industrial arts courses, over 
600 in all, have made a fascinating 
study of house construction and 
building materials. They know a 
2x6x16, 2x4x12, and all of the other 
standard dimensions and lengths of 
lumber, and how they are properly 
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Fort Wayne Dealers’ Club sponsors Model 
House Building course in city schools—accomplish 
a helpful public relations job as well 





used in house construction. They 
are familiar with sills, studs, joists, 
thick-butt shingles, jack rafters, 
collar beams, and the strange and 
interesting terms peculiar to our 
industry. They should know, for 
the boys actually built a complete 
model house from foundation to 
ridge shingles. 


PRACTICAL KNOWLEDGE PROVIDED 


ACCORDING to George H. Rus- 
sell, Director of Vocational Train- 
ing of the Fort Wayne schools, the 
model house study was one of the 
most constructive and enthusiasti- 
cally accepted by the boys of any 
that have been taught. He feels 
that it has provided far more prac- 
tical knowledge than the building 
of book-ends, bread boards, hat 
racks, and other similar shop proj- 
ects which have been standard for 
boys in this age group. 

It began last summer, before the 
start of the school year. The deal- 
ers bought and presented to the 
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public schools enough model house 
kits to adequately teach the sub- 
ject to all boys in the elementary 
manual training classes. There 
were 32 such classes planned for 
the year; so with teams of five and 
six boys working on each model, 
it was determined that 100 units 
would be sufficient. 


Then another element of advan- 
tage entered the picture. The 
presentation of the kits was 
a-substantial public service. 
As such, it was of high inter- 
est value to the entire community. 
It warranted complete and friendly 
coverage in the local newspapers. 
So a two-fold public relations pro- 
gram was developed; one phase of 
which taught the youngsters a valu- 
able lesson and introduced them to 
the fascinations of the industry; 
the other, by means of the school 
activity, brought to the entire com- 
munity a clearer picture of the deal- 
er’s function and service. 


Shortly after the beginning of 
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Group of Fort Wayne dealers, left, presenting 
model kits to school officials. Picture and articles 


were featured by local newspapers. 


Judging of best models, right, was done by civic 
and industrial leaders. Here the committee in- 
spects the winning entry, built by eighth grade 


students. 
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Tour through yard gave boys a clear understanding of full scale materials and how they are handled. 


the fall semester, the dealers gath- 
ered at the school office with re- 
porters and photographers of the 
local papers. The kits were officially 
presented to the schools, and arti- 
cles with photographs announced 
the program to the public in the 
papers. 
DEALERS GIVEN CREDIT 


THE article itself described the 
kits; how each consisted of minia- 
ture materials to build an authentic 
model house, properly constructed. 
The dealers were given credit for 
the program; that they were doing 
it to teach the boys the fundamen- 
tals of good construction and the 
proper use of materials in the in- 
terest of better housing. 


Planned during the year was a 
conducted tour through the yards, 
when on a certain day all of the 
classes, with their instructor, would 
visit the dealers and see how full- 
scale materials are stored and han- 
dled. This too is interesting mate- 
rial for newspaper stories. 

When the models were completed, 
they were brought in to the Cen- 
tral High School cafeteria and put 
on display to the public. There 
they were judged and prizes of shop 
tools were awarded to the boys 
building the best and most complete 
houses. The quality of workman- 
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ship and ingenuity of finishing 
were amazing. 

The judging committee consisted 
of Paul Grewe, a prominent general 
contractor; Fred Witte, business 
manager of the local carpenter’s 
union, Paul Congdon, superinten- 


dent of city utilities; and John R. 
Worthman, home builder—realtor. 
The selection of this committee 
tied-in officials of the city and of 
various segments of the industry; 
in itself a helpful coordinating ges- 


ture. This phase of the program 








MODEL KITS AVAILABLE 


AS a service to dealers, and to help with the important job of teaching 
young men and women the fundamentals of light construction and the 
application of building materials, these amazing model kits of the 47-1 
Industry Engineered House are available from AL&BPM at $12.50 each 
postpaid. 


EACH kit has all of the materials in miniature—just as you sell them— 
plus a unique set of || isometric drawings showing the step-by-step 
process of construction, to build a model I-E house. 


ORDER one of these kits today. Show it to your school authorities, Boy 
Scout, Boys Club, YMCA, or other supervised youth organizations. 
PLAN your own program. Get the other dealers irf your community to 
come in with you, to sponsor a project similar to that described in this 
issue. 


BUT first, order the one and get the ball rolling. Send orders with re- 
mittance to AMERICAN LUMBERMAN and BUILDING PRODUCTS 
MERCHANDISER, 139 North Clark Street, Chicago 2, Ill. Immediate 


shipment can be made. 
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This Industry Engineered House model, 

now available in kits, provides effective 

way to acquaint public with modular 

construction; in addition to youth train- 
ing. 


also received publicity in the 
papers. 
WINNING MODELS ON DISPLAY 
AS A final activity, the winning 
models were put on display in 
downtown store windows, properly 


These dealers are the Standard 
Lumber and Supply Co., Old Fort 
Supply Co., South Side Lumber Co., 
Fort Wayne Builders Supply Co., 
American Coal and Supply Co., 
Chas. Hilker and Sons, Fort Wayne 
Lumber Co., A. Roethele and Sons, 
Allen County Lumber Co. 

Similar projects have been car- 
ried out in several hunderd other 
communities throughout the middle 
west during the past year. The 
idea has been remarkably popular 
with dealers who have used it. 

A model of the 47-1 Industry 
Engineered House is now available 
—it was used by the Edward 
Hines Lumber Company in connec- 
tion with its Chicago Home Show 
exhibit. This was covered in the 
May 22 issue of AL&BPM. 

For dealers who want to conduct 
the same sort of educational pro- 
gram in their schools, plus bring- 
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identified by a card, listing the ing the story of the I-E House du 
builders’ names, their school, and program and its efficiencies before Pe 
crediting the Lumber and Supply the public in their community, a m 
Dealers’ Club as sponsors of the similar activity offers an effective di 
program. way to do both. st 
of 
pl 
CONTEST RULES for the : 
INDUSTRY ENGINEERED HOUSE fi 
COMPETITION J 
1. All models will be judged from the standpoint of a) accuracy of | | : 
construction, b) excellence of workmanship, and c) ingenuity shown i 
in decorating and landscaping. J 
2. Models must be completed to the point covered in the |! drawings . .. the names of our old-time v 
included with each kit. Deviation from the drawings is not permitted. subscribers. One of our veteran p 
3. Exterior is to be painted or enameled. Choice of color or colors is — He ha — het : 
optional. The roof may be repainted in any color desired. Shutters, pio to AMERICAN LUM- 
window boxes, and other exterior decoration may be included, and BERMAN : 1880. If you 
will receive consideration in the judging. pragyes Misses se 7 
have been a subscriber for 25 
4. All models are to be mounted on a piece of !/, inch insulating years or more, please let us : 


board, 36x48 inches. 


a) Models may be located in any position on this plot, according 
to the contestant's layout for arrangement and landscaping. 


b) Plot is to be landscaped, including trees, shrubs, walks, lawn 
furniture, garden, etc., as the contestant sees fit. Only those materials 
made by contestants may be used in landscaping. 


c) Models will be judged from the standpoint of good lot arrange- 
ment, ingenuity in selecting and fashioning materials to give authentic 
appearance, etc. 


5. Entries will be identified by a 3x5 inch card giving the Park, instruc- 
tor's name, school, class and address of each team member. 


6. Prizes will be determined by Park District officials. Suitable prizes 
will be awarded for first, second, and third place. 


7. Eligibility to enter is restricted to students from the eighth grade 
through senior year of high school. 


know. 


Life-time subscriptions will 
be awarded our 10 longest-term 
readers. Winners will be an- 
nounced in our special 75th 
ANNIVERSARY issue, Sep- 
tember 11. Write to the 75th 
ANNIVERSARY Editor, 
AMERICAN LUMBERMAN, 
139 North Clark Street, Chi- 


cago 2, Illinois. 





P. S. This special anniver- 
sary issue will contain many 
features of lasting interest. Why 
not order your extra copies to- 


day? Price $1. 


8. Contestants shall participate on a team basis, each team to consist 
of not less than three nor more than five persons. 


Above rules governing the contest sponsored by Edward Hines Lumber Co. 
with the Chicago Park district. A similar project is now being carried out 
by the dealers of St. Louis, Mo. 
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NEW multi-million dollar fiberboard 

plant of the Armstrong Cork company 

located at Macon, Ga. Production and 

warehouse areas cover nearly five and 
one half acres. 


ie 


Re he 


NEW PLANT POLICY 
EXPEDITES DISTRIBUTION 


FFICIENT DISTRIBUTION 

is the most pressing problem 
facing the building materials in- 
dustry today, according to H. R. 
Peck, vice-president and general 
manager of the building material 
division, Armstrong Cork Co. Peck 
stressed this point at the opening 
of the company’s new fiberboard 
plant at Macon, Ga. 

Key point in the company’s plan 
to bring increased efficiency in dis- 
tribution in the building materials 
field was the announcement by J. V. 
Jones, manager of Armstrong’s-lum- 
ber dealer products department, of 
a wholesalers’ policy committee. In 
explaining the committee, Mr. 
Jones said, “We are asking the 
wholesaler distributors to partici- 
pate with us in the management of 
this business—to counsel with us 
on such vital things as pricing pol- 
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LOGS are handled at the plant by an 

electric crane (right). In the foreground 

is the belt conveyor that transports refuse 

from the slasher saw and barking drum 
to the incinerator. 


A FORMING machine, immediate fore- 

ground, and a press are shown in this 

photo. The forming machine changes the 

loblolly pine stock into sheets while the 

press completes the operation of pressing 

the sheets before they pass through the 
drier. 
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ity, profit margins, merchandising 
policies, advertising, quality stand- 
ards, manufacturing and packag- 
ing procedures, and all the other 
things that affect our joint en- 
deavor.” 

The committee comprises four 
wholesalers representing the four 
major sections of the country, and 
four executives of Armstrong’s 
building materials division. It will 
meet at least twice a year for the 
purpose of promoting unified and 
stable relationships between manu- 

icturer and distributor. 

Jones explained further that “the 
board of directors of the Arm- 
strong Cork company has agreed 
that no step which vitally affects 
the merchandising interests of all 
wholesalers will be taken by the 
company without prior consultation 
with the wholesalers’ policy com- 
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mittee; and the board of directors 
further guarantees that this policy 
committee will not be discontinued, 
nor have its powers curtailed, with- 
out one full year’s prior notice to 
all wholesalers of Armstrongs’ 
building materials.” 

“The wholesale method of dis- 
tribution not only makes for a 
more stable and integrated working 
arrangement,” Peck added, “but it 
enables a more complete under- 
standing between manufacturer 
and distributor so that their coordi- 
nation of effort can be profitable to 
all—the manufacturer, the dis- 
tributor, the retail dealer and the 
general public.” 

Armstrong’s newly completed 
plant at Macon covers five and a 
half acres and is devoted to the 
manufacture of fiberboard from 
loblolly pine. Thorough-going re- 
search established loblolly pine as a 
first quality wood for the produc- 
tion of fiberboard and manufactur- 
ing processes are used that guar- 
antee a first quality product. 

A substantial portion of the lob- 
lolly pine used at the plant will 
come from a tree farm operated by 
a subsidiary company. 

Armstrong Cork company has 
been marketing fiberboard products 
for the past fifteen years. 
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MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be fee- 
‘tured in the series, but @ sufficiently large number of 
them meet the exacting requirements so thet i? will tate 
many months to cover them all. 
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Cover: Master Merchant 


HREE GENERATIONS of 
lumbermen have built Barney 
Stewart Lumber, Inc. into the 
smooth-working, highly efficient op- 
eration that it is today, providing 
complete service to the consumer. 
Master Merchant Barney Stew- 
art, Jr., vice-president of the or- 
ganization and first president of 
the new fast-growing Oklahoma 
Lumberman’s Association, is spark- 
ing a business that has expanded 
to one of the state’s most success- 
ful retail lumber operations since 
it was founded by his grandfather 
in 1899. 

The present company was found- 
ed in 1935 with an investment of 
$70,000. The net worth of Barney 
Stewart’s combined companies to- 
day exceeds $300,000. This dra- 
matic increase has necessarily par- 


MANUAL handling is kept to a mini- 

mum. Lumber is unloaded from cars by 

roller conveyors, then straddle trucks 
carry piles to the sorting yard. 


THE YARD is laid out for the most ef- 
fective use of modern mechanical han- 
dling equipment. 


54 





Barney 
Stewart, Jr., and the stockyards store. 


Master Merchant Barney Stewart, Jr., third generation 


dealer, utilizes the latest techniques in mechanical 
handling and advertising to serve the consumer. 


Consumer-Contractor- 


Served by Oklahoma City 


alleled a physical expansion which 
now includes three major opera- 
tions points within the greater 
Oklahoma City area. 

The main yard, where mechan- 
ical handling equipment is em- 
ployed efficiently, occupies three 
city blocks. A farm store, carrying 
a complete line of materials and 
lumber for the rancher and farmer, 
is strategically located on the main 
road to the city’s cattle market. A 
Midwest City branch, which played 
an important part supplying vital 
war materials to the Oklahoma City 
Air Depot during World War II, is 
now doing a job supplying a fast- 
growing residential neighborhood. 

The basic business of Barney 
Stewart, Jr. is supplying contrac- 
tors with whatever materials are 
required for their jobs. This busi- 
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ness, which has shown a remark- 
able growth in recent years, is 
based on a reputation for the best 
in building materials. Sources of 
supply have been established over 
many years. Contractors know they 
can get what they need when they 
need it. 


MODERN EQUIPMENT THROUGHOUT 


MODERN equipment for this 
huge main yard ranges from a jeep 
which is used for hurry-up deliver- 
ies to the huge straddle and lift 
trucks which have been used at the 
plant for three years. Lumber, for 
example, is unloaded by roller con- 
veyor, carried by straddle truck to 
the storage and sorting yard and 
then carried to the distribution 
yard for delivery. 

When mechanical handling equip- 
ment was first adopted at the yard, 
several trucks were sold, but the 
labor force was maintained at the 
previous level since business in- 
creased. Twelve trucks are kept 
busy in the retail department and 
two by the wholesale division. 

One of the latest developments at 
the main yard is a new 120-foot 
warehouse with a 60-foot loading 
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Dealer Are 


Organization 


dock which is being built for stor- 
age of fast-moving items. A ramp 
was constructed at one end to per- 
mit the use of the fork lift or strad- 
dle trucks. A 12-foot ceiling will 
allow the use of pallets for roofing, 
insulation, sheet rock, plywood and 
similar items that will be stored 
here. 


Considerable consumer traffic en- 
ters this main store. In addition to 
numerous over-the-counter items 
and basic building materials, home 
owners find available the latest in 
residential plans and the advice of 
an expert in one-stop home im- 
provements, B. F. Gammell. Siding 
and roofing jobs comprise the big- 
gest volume of business in this de- 
partment. A list of contractors are 
available to handle this type of job. 


Also in the main yard is the re- 
manufacturing department and 
fabricating shop. The remanufac- 
turing department is capable of 
handling 1,500 board feet of lum- 
ber per hour with the use of 
planer, moulder, rip and remanu- 
facturing saws. A wide variety of 
custom work is done in the cabinet 
shop ranging from mail boxes to 
book cases. 


Although the operations head- 
quarters of Barney Stewart Whole- 
sale are in a downtown location, 
much of the activity of this sepa- 
rate corporation goes on at the 
main yard. The wholesale division 
has operated as a separate corpora- 
tion for two full years, handling 
lumber, millwork, sheet iron, nails 
and other building materials. It is 
a J-M distributor for one-third of 
the state and handles Republic 
Steel products for the entire state. 
Two outside salesmen and one sales 
manager handle Barney Stewart’s 
wholesale activities. C. D. Hadlock, 
the salesmanager, also directs Bar- 
ney Stewart’s overall advertising 
program. 


A SMALL fork lift is used to stack roof 
shingles in the warehouse. 
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TWO key executives at the main office, above left, are B. F. Gammell, home imptove- 

ments and construction manager, and Austin B. Truxel, right, credit manager and 

treasurer of the corporations. Above right, Barney Stewart, Jr., with two of his veteran 
employes, Luke Walker, shop foreman, left, and Chris Baker, yard foreman. 


LEE GRAY, left below, is manager of the wholesale warehouse and Leroy Harrison is 
operations manager. At right, Fred C. Chilcoat, purchasing agent talks informally with 
Walter D. Wigley, sales manager. 


ACTIVE FARM STORE 

PAUL P. COX, manager of the 
farm store, has had many years of 
experience in lumber and oil field 
trade. The extent of this operation 
is hardly indicated by the physical 
property shown in the cover photo 
of this issue. In addition to the 
lumber warehouse, visible at the 
right, a general warehouse approxi- 
mately 100 feet long and 30 feet 
wide extends from the store to the 
rear. 

In volume sales, lumber and roof- 
ing, fencing and posts line up in 
that order. In addition, ranch and 
farm customers, who must pass the 
store en route to the nearby stock 
yards, carry away large quantities 
of fencing wire, sheet iron, rein- 
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forcing steel and aluminum roofing. 
Brooder houses are sold knocked 
down. Creosote posts, T-posts and 
other types of posts sell well. 

The Midwest City store, man- 
aged by Fred W. Nims, Jr., offers 
the same wide variety of building 
materials. 

In dollar volume, the combinative 
operation of these stores is now 
approximating one million dollars 
annually. Inventory turnover va- 
ries from three to five times a year. 
Turnover of inventory to net sales 
last year was 4.18 per cent. 

Markups for most building ma- 
terials items by Barney Stewart 
are essentially those set by OPA. 
The markup on millwork is based 
on the current jobber or wholesal- 








WHOLESALE division is 


ers’ price in the area. The markup 
on paint items average 33-1/3 per 
cent, although this figure is cut in 





Employe Incentives 


Liberal incentives are offered em- 
ployes of Barney Stewart Lumber, Inc. 
Fifteen per cent of net profits are dis- 
tributed to employes. Department 
heads receive 10 per cent and other 
employes five per cent. 

Salesmen receive added inducements 
to move slow items, a definite percent- 
age being offered on each item. 

Vacation schedules favor the veteran 
employe while allowing everyone in 
the organization time off, based on 
length of service. One weeks’ vacation 
is granted. for less than 12 months’ 
employment; two weeks’ vacation for 
one to five years’ employment; three 
weeks’ vacation, five to 10 years; one 
month, 10 years or more. 


VIEW of the main store and headquarters 
of Barney Stewart Lumber, Inc. 


FLEET of trucks are kept well painted. 
Each one advertises Barney Stewart 
services. 





operated as a separate corporation with its own headquarters and 


trucking equipment. 


some cases because paint is a very 
competitive item in the Oklahoma 
City market area. 

Depending of course on business 
conditions and sales each year, 
profits have varied from five to 10 
per cent on net sales; expenses have 
varied from 21 per cent to 25 per 
cent of net sales. The return to 
stockholders and owners on net 
worth has run from nine per cent 
to as high as 20 per cent after 
taxes. Overall turnover of net 
worth has ranged from four times 
annually to as high as six or seven 
times. 

Net profits are reduced consider- 
ably by an employe profit-sharing 
arrangement which provides for a 
distribution of 15 per cent of net 
profits to employes. 






STRONG ADVERTISING PROGRAM 


ADVERTISING has played an 
important part in building the Bar- 
ney Stewart organization. It has 
used the facilities afforded by the 
newspapers, radio, direct mail and 
billboard. The advertising budget 
is based on approximately one per 
cent of gross sales. The classified 
section of the newspaper is used 
for specials; display space is now 
being used for institutional adver- 
tising. 

Three billboards carry the Bar- 
ney Stewart name. The location of 
two of these boards is changed 
every 30 days and the copy is 
changed every six months; one 
billboard location is permanent. 

Two thousand copies of U. S. 
Gypsum’s publication, “Popular 
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CARL D. HADLOCK, advertising man- 


ager. 


Homes,” go out eight times a year 
with the Barney Stewart imprint. 
Additional bulletins to the same 
readers are mailed periodically. 
Barney Stewart operations are 
listed under eight separate classi- 
fications in the telephone directory 
in addition to a half-page adver- 
tisement. 

Each of the Barney Stewart 
yards has its own advertising 
budget based on anticipated annual 
sales. Newspaper advertising is 
the biggest single expenditure in 
the advertising budget. 

Direct mail pieces are sent to 
600-700 wholesale customers 
weekly. Nearly all of these bulle- 
tins are attractively illustrated. 
Customers are furnished with bind- 
ers to keep price sheets and news 
bulletins. Letters to the retail 


BARNEY STEWART, Sr., president. 


trade are also illustrated. An 
agency connection is maintained 
for special art work. The accounts 
receivable list provides most of the 
names for consumer mailings. A 
good will mailing of a congratula- 
tions letter is made to parents of 
each baby born in the Oklahoma 
City area. 

Each salesman in the retail yards 
carries post cards imprinted with 
his own name, permitting him to 
maintain personal contact with his 
customers on new items received 
and other matters of mutual in- 
terest. 

Entire personnel of the Barney 
Stewart organization comprises 
about 65 men and women. Forty- 
five persons are employed in the 
retail branches, eight in the whole- 
sale and 10 in the garage and shop. 


NANCE DIVISION 





REPAIR and maintenance facilities do 
whatever work is necessary to keep 
Barney Stewart trucks in top condition. 


DIVERSIFIED equipment available in 
the cabinet shop is indicated by this 
photo at right. 


MAIL BOX, twin window unit, and 
screen doors are just a few of the items, 
upper right, fabricated in the shop. 
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Convenient 
Locations 


BILLBOARD advertising is used effec- 


tively in three localities. 


FOUR SEPARATE CORPORATIONS 


FOUR different corporations op- 
erate under the name of Barney 
Stewart. They are Barney Stewart 
Industries which includes the 
manufacturing operations, fabricat- 
ing operations, maintenance, gar- 
age work and home improvements; 
another corporation owns all the 
real estate and buildings; the re- 
tail business operates under the 
name of Barney Stewart Lumber, 












SECTION of the lumber warehouse, left, at the main yard. New warehouse, right, now nearing 
completion will permit the use of fork lift trucks. 


Inc.; the fourth corporation is Bar- 
ney Stewart Wholesale. 

This expansive organization is 
quite different from the retail lum- 
ber company founded by Mr. Stew- 
art’s grandfather in El] Reno, 30 
miles west of Oklahoma City in 
1899. The main yard in Oklahoma 


INTERIOR view of the stockyard store, left below, indicates the wide variety of merchandise 
available to farmers and ranchers. Fencing, right, is an important sales item in this store. 


MIDWEST CITY store, left above, 


City was built under the name of 
Mr. Stewart’s grandfather, T. J. 
Stewart, in 1932. Barney Stewart, 
Sr. is president and his son is gen- 
eral manager and _ vice-president. 

Qualified key men in the other 
departments keep the organization 
at a high efficiency level. Aside 





has its own spur track. Located on a heavily traveled 
thoroughfare, adjacent to Tinker Field, Army Air Base, this latest Barney Stewart store is 
heavily patronized. Fred W. Nims, Jr., right, is manager of the Midwest City store. 
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from those already mentioned, this 
staff includes Walter D. Wigley, 
sales manager; Fred C. Chilcoat, 
purchasing agent and distribution 
manager of materials to various 
yards, and Austin B. Truxel, credit 
manager and treasurer of all cor- 
porations. 
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Some Answers fo Price 
Fixing Questions 


What is price fixing? When does 
it occur? 

As with many riddles, the an- 
swers are simple, once you know 
them. Not so simple, is the question 
of what the answers mean. The 
Department of Commerce has is- 
sued a brief outline of the kinds of 
indirect price fixing agreements 
that are currently under attack— 
definite cases in which a company 
has used such practices in combina- 
tion with other practices to consti- 
tute price fixing. 

Ever since 1940, the Sherman 
Act has made it illegal for compet- 
ing businesses intentionally to com- 
bine to raise, lower or stabalize the 
price of any commodity in inter- 
state or foreign commerce. While 
all such price agreements are il- 
legal, there is no clear rule about 
what constitutes an agreement, the 
Commerce bulletin points out. 

3usinessmen who take part in 
price activities that result in uni- 
form pricing among competitors, 
states the bulletin, are not protect- 
ed merely by the fact that agree- 
ments have not been reduced to 
writing. It should also be noted 
that agreements on terms of sale 
that result in price fixing are as 
illegal as agreements applying to 
list prices only. 

Although incomplete, the follow- 
ing list indicates types of indirect 
price fixing agreements: 

1) Uniform cash, quantity or 
trade discounts. 

2) Uniform commission  pay- 
ments. 

3) Uniform credit terms. 

4) Uniform advertising allow- 
ances, 

5) Uniform policies on bonuses 
or free goods for customers. 

6) Uniform mark-ups or uni- 
form methods of calculating mark- 
ups. 

7) Uniform delivery charges or 
uniform methods of calculating de- 
livery charges. 

8) Uniform allowances for re- 
turn of containers. 

9) Uniform resale prices. 

10) Uniform guarantees against 
price declines. 

11) Uniform policies on orders 
for future delivery. 

12) Uniform installation charges 
or charges for performing other 
services for customers. 

18) Uniform trade-in allow- 
ances for used products. 


14) Uniform classification of 
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buyers or use of uniform differ- 
entials between classifications of 
buyers. 

15) Uniform grade and quality 
specifications covering possible 
variations and classifications of 
products. 


75 Years 4 i 0.000" 


fresh, alive, American Look. 





forgotten memories. 


Order now. 





. . . the building and building materials’ industry was awaken- 
ing to its own importance. Houses which previously leaned 
heavily upon European architectural styles, were taking on a 


The balloon frame, a definitely American construction inno- 
vation was gaining well deserved popularity. In numerous other 
ways the industry was identifying itself as a powerful, funda- 
mental, inherent part of our American heritage. 

75 years ago, AMERICAN LUMBERMAN published its 
first issue. Outwardly its appearance has perhaps changed 
as much as the dwelling of 1873 shown above. Through all 
the intervening years, however, the pages of AMERICAN LUM- 
BERMAN have been dedicated to the activities, problems, and 
achivements of this great industry. 

Now we are observing our 75th anniversary. We feel that 
occasion warrants a special celebration; so we are compiling a 
unique Diamond Jubilee issue. It will be issued September 11th. 


For those of you whose experience reaches back into a far 
different day, the pages of our anniversary issue will roll back 
the years and open the doors to fond and happy, perhaps 


To you who are younger in experience, our Diamond Jubilee 
issue will give you a panoramic view of the past, rooted deep 
in the history and tradition of our great country. 

To us all, we may review the progressive road over which 
we have traveled ; and thus be better able to project our hopes, 
ideals, and ambitions into the future. 

Be sure and watch for our Diamond Jubilee issue. The 
date—September 11th. The price for extra copies—$1.00. 





16) Agreements not to produce 
specified types of products. 

17) Fictitious competitive bid- 
ding or bidding with standard cost 
formulae. 

18) Private enforcement of pen- 
alties for price cutting. 
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HE DEALER, who has followed the suggested 

unit package pricing principles as outlined in 
our previous articles, will easily recognize the neces- 
sity of similar unit pricing for frames, doors, and 
sash. They comprise an exceedingly important part of 
any structure. 

When the problem is examined, short study will 
reveal that there are many variables, and that the 
first step for the dealer is to acquire cost or pricing 
information on those stock items which he handles. 

Step two is to list them and issue price requests to 
his carpenter contractor associates, and, when they 
are returned, to enter them on the 3”x5” price cards 
in their several classifications. A separate card should 
be developed for each type of unit, for eventually, we 
will develop hardware prices, paint, enamel, or stain 
finish costs and will combine these with the door or 
window unit in order to expedite our rapid pricing 
system. 

Obviously, the many variations in type and kind of 
hardware, as well as paint, varnish, stain, or combina- 
tion finishes will affect the price of the installed unit; 
hence, provisions for later entries to complete our 
card pricing file should be made now. 


FRAMES 


FRAMES may be either wood or metal for frame 
or masonry construction (the latter including veneer 
and stucco), either single, mullion, or triple; and 
made for double hung (with sash weights, sash cord, 
and pulleys), or in one of the more recent designs 
which incorporate sash balances. These are rapidly 
becoming popular. They consist of several types; i.e., 
spiral springs, tubular enclosed spring, frictional 
units, etc. 

These designs eliminate the sash weight pocket 
space, reduce the cost of frame manufacture and as- 
sembly, and permit closer coupling of multiple frames. 
This allows more glass surface for a given opening 
than if sash weight pockets were included. 

Wood frames are made in many sizes and sold by 
the building products merchant either shop assembled 
or k.d. 

Then, too, there are casement frames, both swing in 
and swing out, cellar or basement frames, which like- 
wise are made in many sizes and either delivered as- 
sembled or k.d. 

Contractors in growing numbers prefer mill or shop 
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PACKAGE PRICES 






FRAMES, DOORS, 
SASH and LOUVRES 
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assemhly instead of k.d. because they save time on the 
job and insure greater accuracy. 


SASH 


SASH for wood frames (double hung) may be 
either single or divided light, with side rails grooved 
and bored for sash cord, or plowed for sash balances. 
in many localities pre-fitted sash are gaining accept- 
ance. This applies to both double hung and swing in 
or swing out casements. 

secause of these variables, only a list of typical 
opening sizes is given in Table I for package pricing. 

The dealer will, when issuing the unit price requests 
to his carpenter contractor associates, include the cur- 
rent frame and sash prices for those items which he 
stocks and which have become standard in his local 
market. These price lists should, in addition to the 
sash, frame, and accessory prices, include the glazed 
weights of the sash, so that sash weights or sash bal- 
ances can be accurately priced as these vary by the 
weight of the sash. 

There are still some localities where glazing must 
be done on the job after the frames and sash are in- 
stalled. However, most market areas now accept fac- 
tory glazed wooden sash. 

Metal frames and sash, both double hung and case- 
ment units, are available in either steel or aluminum. 
Usually, these units are complete except for glazing, 
which is done on the job with a special putty adapted 
to metal and glass; or by the use of rubberized gaskets, 
which, in the case of aluminum sash, are used to se- 
cure the glass panels to the frames and muntins. 

The jobs are usually handled by issuing a special 
order for the individual structure—where the exact 
dimensions are either taken from the plan or supplied 
by the architect. 

In Table 2, a list of typical popular sizes is given 
so that the dealer may issue to his contractor asso- 
ciates, the prices of frames, sash, or unit for those 
kinds of metal frames with which he is most familiar. 

Glazing prices should be obtained from local glazing 
contractors by submitting a list of the commonly used 
sizes of glass, and a square foot price for plate glass 
for use in picture windows. Refer‘to Table 3. 

Brick or masonry frames are different from those 
intended for frame construction. Wooden frames are 
usually equipped with brick mold instead of wider 
casings. 

Metal frames are fashioned for direct insertion 
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"| thought 


How E-M services restored 
more than usefulness 
to a disfigured arm. 


At first, it was feared she would be 
permanently disfigured—her arm was 
horribly injured in a factory accident. 
But Employers Mutual was deter- 
mined not only to restore her useful- 
ness—but to help her regain her good 
appearance. 


Two years of anxious care and special- 
ized treatment passed . . . and then, 
success! Dancing again, wearing short 
sleeves! Happiness again for her and 
her family, all because Employers Mu- 
tual wouldn’t give up! 

I:mployers Mutuals combine technical 
skill and long experience with warm, 
human understanding. Plants served 


ve 


® e MY 
Id never dance again! 


by them become safer, more pleasant 
places to work . . . injured workers are 
assured of utmost care . . . a more 
friendly understanding between workers 
and management results! 

Employers Mutuals’ nationally recog- 
nized accident prevention and indus- 
trial health programs, and reputation 
for speedy, equitable claim adjustment 
are based on a sincere desire to conduct 
the policyholders’ insurance affairs as 
the policyholders would have them 
handled. This is a fresh conception of 
insurance service which you can enjoy. 
Employers Mutuals write: Workmen’s 
Compensation—Public Liability—Au- 
tomobile—Group Health and Accident 
—Burglary—Plate Glass—Fidelity 
Bonds—and other casualty insurance. 
Fire—Extended Coverage—Inland 
Marine—and allied lines. All policies 
are nonassessable. 








Employers Mutuals Policies Protect Lives, Health and Property 
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Now, you may have Group Insurance 
for your employees handled in the same 
human, friendly fashion which has 
characterized all other forms of Em- 
ployers Mutuals insurance. Send for 
new booklet, “Your Industrial Rela- 
tions Program.” It will give you a bet- 
ter understanding of this important 
service. Have you sent for your copy 
of the Employers Mutuals’ “Diction- 
ary of Insurance Terms?”’ It clarifies 
the meanings of insurance terms for 
the busy man. Send for them on your 
letterhead today—or call your local 
Employers Mutuals representative. 





EMPLOYERS MUTUALS OF WAUSAU 


EMPLOYERS MUTUAL LIABILITY INSURANCE COMPANY OF WISCONSIN 
EMPLOYERS MUTUAL FIRE INSURANCE COMPANY 
HOME OFFICE: WAUSAU, WISCONSIN 


Offices in Principal Cities —-Consult Your Telephone Directory 





él 








into masonry walls and equipped with wooden swr- 
rounds for frame construction. Tables 1 and 2 in- 
clude these variances. Aluminum frames come fur- 
nished with adjustable metal ties suitable for both 
masonry and frame walls. 

Exterior corner frames are available, joined at 
right angles with either wood or metal connectors. 
In these installations, a supporting load bearing pipe 
column is required. 

GARAGE DOORS 


GARAGE door frames and garage doors (wooden) 
are available in several types; such as, the swing out, 
panel overhead, and the sectional overhead; either 
glazed or unglazed, with wire re-enforced or plain 
glass. 

Garage door unit pricing, because of these existing 
variations, should include hardware which is an im- 
portant cost factor. 

Frames are usually quite similar. The primary dif- 
ferences occur where overhead tracks necessitate addi- 
tional framing and jambs. 

Frames may either be mill assembled or constructed 
on the job, according to established custom. 

The dealer should select those wooden types with 
which he has contact and issue his price requests to 
the contractors similar to the pattern shown in Table 
4. 

Metal garage doors, with low cost of fabrication, 
and with factory built-in balances, springs and hard- 
ware, have found considerable acceptance, particularly 
on low priced homes. 

Table 5 is limited to over-all description because of 
the many existing variables and the fact that, usually, 
the dealer confines his selling effort to one or possibly 
two types. 

LOUVRES 

WITH the ever increasing public acceptance of in- 
sulation, the ventilation of closed attic spaces has 
greatly increased the general use of louvres. These 
are available in either steel, aluminum, or wood, in 
appropriate sizes to fit gable ends. Then, too, there 
are roof louvres for hip type roofs, and under-eave or 
concealed louvres where the designer or architect con- 
siders their appearance objectionable. 

Table 6 shows a typical contractor request for this 
item. The dealer will confine the units to those which 
he is in the habit of using. 


TABLE [ 


Carpenter contractor’s unit price chart for window 
frames and sash; depending on dealer’s stock, they 
should be equipped with either sash weights, sash 
cord and pulleys, or mechanical balances. 

Window sizes, instead of glass size, have been listed 
in order to conform to the many existing variables. 


Sash Spring **La- 
Window Frame Sash Wt.*as- *bal- bor Total 
size *cost *cost sembly ances. price price 
1'3"x2'10" 
1'3"x3'2” 
1’8”x3’10” 
1’8”x4’0” 
1’8”x4’6” 
1’8”x5’2” 


2°0"x2"10” 
SU'ae2” 
2’0”x3’10” 
2’0”x4’0” 
2’0”x4’6” 
2'0"x5'2” 
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2'4”x2’10" 
2 4"x3'2” 
2’4”"x4’0” 
2'4”"x4’6” 
2’A"x5’8 ” 


2’8"x2’10" 
2°8"x3'2” 
2'8"x3"10" 
2'8"x4'0" 
2’8"x4’6”+ 
2’8”"x5’2” 


3°0"=2'10" 
3’0"x3’2” 
3’0"x3’10” 
3’0”x4’0” 
3’0"x4’6” 
3’0"x5'2” 

*Dealer, after selecting sizes desired for local con- 
sumption, should insert prices for either one or both 
types. 

Sash cost to be based on single light windows—with 
extras listed for divided upper and lower sash. 

Separate price cards should be developed for each 
group or type. 

**Insert labor prices AFTER Table 1-A (following) 
has been completed. 

Trim sets, including stool, apron, stops—and casing 
—to be added to price cards after trim costs have 
been analyzed. 

Paint, enamel, stain and wax, also sash locks, sash 
lifts, casement fasteners, etc., must be added to the 
units as they are developed. 

Likewise, screens—either fabric, galv., aluminum, 
copper, or bronze—should be priced and added to- 
gether with fitting and paint labor and hardware. 

Storm sash—either single or divided light—should 
be set up as an additional optional price-——labor for 
fitting, paint, material, labor, and hardware should 
be included. 

Similer price requests by selected window sizes 
kinds of trim sets, screen, storm sash, and hardware 
should be developed by the dealer to fit his local 
market. 

In Table I, only the pattern is given. To adequately 
cover the field would require too much space—hence, 
these suggested additions, which can easily be devel- 
oped by the dealer. 

Similar price requests for trim, screen and storm 
sash assemblies for metal frames and sash can be 
prepared to suit local established customs and then 
transferred to the 3”x5” price cards. 

Labor prices for these units will vary but slightly 
on account of size insofar as single frame units are 
concerned. Where mullion or triple units occur, the 
time allowance is doubled or tripled. 

A pattern labor hour schedule for the several opera- 
tions is given in Table I-A. Use only those items 
which apply locally when submitting price requests. 


Table I-A 


Labor hours and prices for the several operations re- 
quired to install a window complete with frame, sash, 
balances, hardware, trim set, screen and hardware, storm 
sash, and hardware; exterior paint (2 coats), interior 
paint, stain, varnish, or enamel (two coats). 

While smaller windows may frequently occur, prac- 
tically all labor elements remain constant. 

All hardware sets are the same in their several grades 
—and all basic labor operations are similar and will re- 
quire about the same time. 

The one variable is paint—both in surface feet and 
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The tough pressed-steel case on the new Lockwood 3107 
Are Mortise Lock is enough to turn a turtle green with envy. it 
ran . 
He'd like a shell as strong! 
é ly ‘ ° 
nih But there’s more to the 3107 than toughness. Lighter 
vel : : . , 
; than cast-iron, it cuts freight and handling charges . . . 
“a stronger, it puts an end to breakage. Rounded corners 
ye H 
hen make installations a pleasure. And over-all, its armor adds | 
tly immeasurably to the lock’s security value. 
are 
the Check all the features of the 3107 in the cut-away view 
; 2 , ' 1. -— —lighter- 
am shown at the right. It’s far and away the finest inexpen- Cover locks into cuse. 2. All steel case—tlightor 
Pra P P 
a weight, less freight, no breakage. 3. Rounded cor- 
ems : ; 
oa sive Mortise Lock yet made—even by Lockwood! ners. 4. Reinforced posts—prevent case from bind- 
L-62 ing. 5. Twelve key changes. 6. Rounded cap case— 
a prevents binding of bolts. 7. Cast bolts. 8. Double 
ash, spring construction. 
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HARDWARE MANUFACTURING CO. 
YAac- 
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| re- | Division of Independent Lock Company ¢© FITCHBURG, MASSACHUSETTS 
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number of muntins, which necessitate “cutting in.” 

By using the 3’0”x5’2” size as a standard, most cen- 
tractors will agree that these slight variations are ac- 
counted for. 

Paint, varnish, enamel, stain, and nails have not been 
figured separately because the fractional amounts would 
cause too much detail figuring. An “extra” to cover this 
material cost should be added to the labor price by the 
contractor. 


Table I-A—Wood Frames 





* Approx. Hard- 

Description of paint- Labor ware **Total 

operation s.f. hours price price 
1. Assemble and set frame... — 2.0 a $ 
D Pet THMMMO oo icccccees 40 a — $ 
Be Is ian aidioke aoe ortis 04 — 1.5 — $ 
4. Install belances ......... - 5 $ $ 
SD ere 30 5 — $ 
6. Install sash hardware.... — 5 $ $ 
TV. SOREN WET occ cece 1.0 — $ 
| 20 4 — $ 
eg ere — 1.0 — $ 
10. Install screen hardware... — P $ $ 
11. Paint screen frame...... 30 5 — $ 
12. Fit storm seek... ....<2.. — 1.0 — $ 
13. Install storm hardware... — Be; $ $ 
14. Paint storm sash........ 30 5 — $ 


| 
| 
| 
| 


**Total price, — 
*Paint figured on 2 coats for 3’0”x5’2” window. 
**Total prices to be added to the units on separate 3”x5” 


cards for each size window developed from Table I so 
that a complete installed cost can be quickly established. 


TABLE II—METAL FRAMES 


The principles and operations, which apply to wood 
frames, are essentially alike with these exceptions. 


1) Metal frames are usually complete, unglazed as- 
semblies, with protective paint on steel units. 


2) Depending on whether they are made of steel 
or aluminum will determine whether they require 
paint or not. 


3) Hardware; such as, lifts, fasteners, sash locks, 
sash balances, and weather strip are usually integral 
—either pre-assembled at the factory or packages so 
that job site time is reduced to the minimum. 


4) Glazing is usually a separate operation for steel 
sash (some aluminum sash are installed glazed—and 
the glass serves as the slide medium) —refer to Table 
III for glazing prices. 


5) Trim requirements may be less as far as ma- 
terial quantity or size is concerned; however, the labor 
of application will remain nearly constant for both 
types. 


Because of the many sizes and types of metal 
frames—either the double hung—casement single or 
multiple light—and also the “picture” windows, which 
are now available in both steel and aluminum, Table 
II lists only those commonly accepted standard sizes 
with the intent that the dealer will add to or delete 
from the given pattern list in order to have his con- 
tractor price requests correspond with his stock and 
also his manufacturer, distributor, or jobber con- 
nections. 


If the dealer merchandizes both steel and aluminum 
units, separate price requests should be issued. 


Frequently, the contractors will be unfamiliar with 
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the labor requirements of metal frame and sash in- 
stallation. In such cases, the dealer should invite fac- 
tory trained demonstrators and hold a contractor 
meeting so that an explanation of the installation 
problems can be gained. 


Frame *With Glazing 

and sash wood price 
Window assembly surrounds (see Labor Total 
size Steel—Alum. add table3) price price 


1’8”x2’10” $.. Dexies Pixs - ee Biven TBeves 
1’8”x3’2” 
1’8”x3’10” 
1’8”x4’0” 
1’8”x4’6” 
1’8”x5’2” 


2’0”x2’10” 
Os ” 
2’0”x3’10” 
2’0”x4’0” 
2°0”"x4’6” 
2’0"x5’2” 


2°4”x2'10" 
ye ety sy 
2"4"x3"10" 
2"4"x4'0" 
2'4"x4'6” 
2°4"x5'2” 


2'8"x2'10" 
2'8"x3'2” 
2’8"x3'10" 
2'8"x4'0” 
2’8"x4'6” 
2’8"'x5'2” 


3’0"x2'10” 
3’0"x3'2” 
3’0"x3’10" 
3’0"x4'0” 
3’0"x4’6" 
3’0"x5'2” 


*“Wood surrounds are used when installing metal frames 
in frame walls. 


Note—The instructions and pattern given in Tables 
II and I-A with reference to paint, trim, screen and 
storm sash, should be developed to fit metal frames 
and sash which are obtained locally. 





TABLE III—GLAZING 


Unglazed wood sash and metal sash including glass, 
putty, clips, and labor—Price request for whole house 
jobs. 


*No. of Putty, 

*Glass window Glazing clips, Single Double Total 
size lights labor ete. strength strength price 
(ie ad cee, eee Weieres ivan Gian eee 
8”x10” ae 
=*xi12” 
8”x14” 
8”x16” 


10”x10” 
10”x12” 
10”x14” 
10”x16” 
10”x18” 
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GO TO YOUR HYSTER DISTRIBUTOR 
FOR CURRENT DELIVERY 


ALASKA—Northern Commercial Co. 
BIRMINGHAM, ALA. 

S$ & T Equipment Co., Inc. 
BROOKLYN, N. Y.—A. S. Rampell 
BUFFALO, N. Y.—Rapids Handling 

Equipment Co. of Buffalo, Inc. 
CALGARY, ALTA. 

A. R. Williams Machy. Western, Ltd. 
CHATTANOOGA, TENN.—Embry Brothers, Inc. 
CHICAGO, ILL.—Hyster Company 
CINCINNATI, 0.—Oral T. Carter & Associates 
CLEVELAND, 0.—Morrison Company 
DALLAS, TEX.—C. H. Collier Company 
DENVER, COLO.—Paul Fitzgerald 
DETROIT, MICH.—Bentley & Hyde 
GRAND RAPIDS, MICH.—Bentley & Hyde 
HALIFAX, NOVA SCOTIA 

A. R. Williams Machy. Co., Ltd. 
HONOLULU, T. H.—Electric Steel Foundry Co. 
HOUSTON, TEXAS—C. H. Collier Company 
INDIANAPOLIS, IND. 

Central Rubber & Supply Co. 
JACKSONVILLE, FLA 

L. S. Teague Equipment Co. 

KANSAS CITY, MO. 

Industrial Power Equipment Co. 

LOS ANGELES, CALIF.—Hyster Company 
LOUISVILLE, KY.—Embry Brothers, Inc. 
MEMPHIS, TENN. 

Hyster Co. of Louisiana, Inc. 

MILWAUKEE, WIS.—Hyster Company 
MINNEAPOLIS, MINN.—W. S. Nott Company 
MOBILE, ALA.—S & T Equipment Co., Inc. 
MONTREAL, P. Q. 

A. R. Williams Machy. Co., Ltd. 
NASHVILLE, TENN.—Embry Brothers, Inc. 
NEW ORLEANS, LA. 

Hyster Company of Louisiana, Inc. 

NEW ROCHELLE, N. Y. 

Eastern Industrial Sales Co. 
OTTAWA, ONT. 

A. R. Williams Machy. Co., Ltd. 
PHILADELPHIA, PA.—Rapids Handling 

Equipment Co. of Phila., Inc. 

PHOENIX, ARIZ.—Equipment Sales Company 
PITTSBURGH, PA.—Equipco Sales Company 
PORTLAND, ORE.—Hyster Sales Company 
RICHMOND, VA.—Richmond Auto Parts. Inc. 
ROCHESTER, N.Y.—Rapids Handling 

Equipment Co. of Buffalo, Inc. 

ST. JOHNS, N. F.—City Service Company, Ltd. 
ST. LOUIS, MO.—Wharton L. Peters, Inc. 
SALT LAKE CITY, bay oa 

Arnold Machi 
SAN FRANCISCO, CALF —Hyster Company 
SEATTLE, WASH.—Hyster Company 
TORONTO, ONT. 

A. R. Williams Machy. Co., Ltd. 
VANCOUVER, B.C. 

A. R. Williams Machy. Western, Ltd. 
VICTORIA, B.C. 

A. R. Williams Machy. Western, Ltd. 
WINNIPEG, MAN. 

A. R. Williams Machy. Western, Ltd. 
YUKON TERRITORY 

Northern Commercial Company 


HYSTER COMPANY 


THREE FACTORIES 
2939 N. E. CLACKAMAS ST\. . . PORTLAND 8, OREGON 
1839 NORTH ADAMS STREET . .. PEORIA 1, ILLINOIS 
1039 MEYERS STREET... DANVILLE. ILLINOIS 
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CURRENT DELIVERY 70 
LUMBER INDUSTRY 


4000-Ib. capacity... Pneumatic tires...42 
inches wide...Hydraulic brakes and lift 
.-- Maneuverability...Low operating cost. 


This all-purpose Hyster fork lift truck is 
what production cost-minded plant man- 
agers need... Pneumatic tires for in- 
doors and outdoors work, on smooth or 
rough surfaces...2-ton capacity for 
hoisting, transporting, tiering . . . Maxi- 
mum visibility ...Solves 7 out of 10 
materials handling problems. . . Costs 
only 93c an hour to own and operate. 
Your Hyster sales and service distri- 
butor is listed in the telephone book 
classified section under Industrial Trucks. 
Phone him or write for literature. 


oo 
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12”x12” 
12”x14” 
12”x16” 
12”x18” 


16”x16” 
16”x20” 
16°x22" 
16”x24” 
16”x28” 


Plate glass 
(sq. ft.) 


‘There are so many sizes of sash and glass that to 
attempt to give a complete list would take up too much 
space. 


Double strength should be used whever the glass 
size exceeds 16”x16”. The slight difference in cost 
will amply repay itself in a better job. 

After the glazier’s installed prices have been ob- 
tained, based on whole house jobs, these should be 
entered on the pricing cards developed from Table II. 


The glazing of a single sash will cost more per light 
on account of the travel time to and from the job and 
the price for this kind of work, particularly on exist- 
ing homes, should be set up separately on a unit 
basis. 


TABLE IV—-WOODEN GARAGE FRAMES AND DOORS 
based on single openings not over 8’0”’x8'0” 


To- 
Mat’l Labor **Paint tal Total Total 
Item price hours sq.ft. mat’! labor price 
Frame 2”x6” - ae 2.0 40 pnetas eatee Tw: 
2”x8” eae 2.0 48 
Doors— 
swingout— 
2—4’0”’x8’0” va 3.0 140 
hinges— 
other 
hardware mies 1.0 
*1 piece—up mcaeat 4.0 
and over 
hardware rates 1.0 140 
*Sectional— 
up and over 
hardware er 2.0 160 


Add for— 
plain glass 
wire glass 


*Extra framing to be included in material and labor 
prices. 

**Based on two coat work. 

*Extra framing to be included in material and labor 
prices. 

**Based on two coat work. 

Dealer will select those which. he has customarily 
sold and discard balance when issuing price requests. 


TABLE V—METAL GARAGE Doors with either wood or 
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metal frames—painted or unpainted, depending on 
whether steel or aluminum doors are installed 


To- 
Mat’l Labor **Paint tal Total Total 
Item price hours sq.ft. mat’l labor price 
Wood frames 
2"x6" 2.0 40 oe ae oF 
2"x8" eee 2.0 48 
Metal frames ness 2.0 40 


1 piece doors 


Plain ocpvars 3.0 140 
*Glazed yeaa 3.0 130 
Integral 

Hardware silt 1.0 


Sectional doors 


Plain ee 40 160 
*Glazed ee ots 140 
Integral 

Hardware exatets 2.0 


*Aluminum doors are frequently installed unpainted. 


TABLE VI—LOUVRES—METAL OR Woop fitted with non- 
rust screen mesh on inner side—and secured with 
brass screws—Labor based on installation only— 


Paint labor is separate and included in paint price 


Louvre Type Paint Labor Mat’l Labor Total 
size gable sq.ft. hours price price price 

12”°x12” Wood 10 BO Bsus ee . ae 

12”x18” 15 1.0 

18”x18” 20 1.0 

18”x24” 25 1.0 


8”x12” *Metal 8 1.0 


12”"%12” 10 1.0 
12°18" 15 1.0 
18”x18” 20 1.0 
12”x 6” Hip 6 1.0 
4”°x12” Eave 4 1.0 
4”x16” 5 1.0 


*Steel louvres should be painted. Aluminum louvres are 
frequently left unpainted. 


Note: It is essential that in any and all price requests 
where the dealer can or will furnish the material or 
manufactured unit, he accompany each pricing request 
with a current price list covering the items in question. 
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HARDWARE 


Long-lasting, corrosion-resistant hard- 
ware made of Alcoa Aluminum, blends 
with all types of decorative styles; keeps 
its good looks for years. 





SILLS and THRESHOLDS 


For homes, apartments, and commercial build- 
ings. Alcoa Sills and Thresholds are easy to 
install, last for years without maintenance, 
can't discolor adjacent areas. 


MODERN METAL 
FOR MODERN 



































WINDOWS 


Now the popular choice of home owners 
across the country. Available from lead- 
ing window manufacturers in all standard 
types and sizes, 


AND 9's 


HOMES 


eee ae | 
= | 























GARAGE DOORS 


Easy to handle, won't warp or rot, give 
years of trouble-free service. Can be 
painted or left plain. 


STOCK and SELL Building Products of Alcoa Aluminum 


For attractive appearance and _ lasting 
value, look to building products made 
of Alcoa Aluminum. Every day, 
Alcoa Aluminum is filling more of 


America’s needs for more and _ better 


building products. For extra profits make 


sure you carry a complete line. 


Redey: Wray i, 


.UILDING Propucts MERCHANDISER 


Alcoa—for over 60 years the world’s 
leading maker of quality aluminum—can 
furnish you information on any alumi- 
num building product and the names of 
manufacturers who can supply you. Write 
ALUMINUM ComMPANY OF AMERICA, 1755 
Gulf Building, Pittsburgh 19, Penna. 


(aes 


ALUMINUMG/ 
Ls? 


1888 | XS 


£ 
0 Years of serv!” 
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| eee A WORKMAN-LIKE job of 
assembling and installing 
frames in any structure, these rec- 
ommendations will, if followed, re- 
sult in a satisfactory job for the 
consumer, and be profitable to both 
dealer and his associate contractor. 


The unit package price estimat- 
ing relating to frames, sash, and 
entrances as described in the cur- 
rent issue is necessarily broad in 
its scope. There are so many vari- 
ations that will largely determine 
which of the several types are best 
suited for package pricing. 

In this article, however, we will 
treat with those supervisory prob- 
lems which are essential to insure 
consumer satisfaction, without 
either causing added labor or ma- 
terial costs to the dealer or con- 
tractor. 


The labor operations and meth- 
ods, irrespective of type, size, or 
style, are surprisingly quite simi- 
lar. Larger units may require a 
few more nails, the fitting of a 
longer board, or planning a longer 
or wider sash or door. Basically, all 
other operations; such as, assem- 
bly, lay-out, placement, fitting, and 
installation of hardware, are prac- 
tically the same. 

For these reasons, the recom- 
mended methods are described for 
the dealer’s benefit because no mat- 
ter what kind of frame, door, or 
sash is used, these basic construc- 
tion principles will apply in any lo- 
cality. 

NEW CONSTRUCTION 
ALL wooden frames should be 


securely nailed together and be 
given a priming coat on all sides 
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Insure QUALITY 
INSTALLATION of 





Frames Sash and,Louvres 





AL & BPM SUPERVISION SERIES 


By GUS MEISSNER 
Technical Consultant 










Here is your Watch Out list 


1) Observe if wooden window or door frames have been care- 
fully assembled, squared, braced, and nailed. 

2) Be sure they have been primed on all exposed sides and edges 
and that the priming coat is dry. 


3) Make sure that flashing of adequate width has been applied 
around all openings. 


4) Check to see if support rod was used to set frames in level 
alignment, equi-distant from the ceiling. 

5) Be sure that frames are plumb, level, and that sills are wedged 
to prevent sag—and that protective cleats have been placed on sill 
to prevent scarring. 


6) Examine nailina to see if nails were stagaered—not over 8" c.c. 
and properly set without showing hammer marks. 

7) If sash have been or are being installed, check bottom rail to 
make sure it fits the sill bevel—that the meeting rail is even when the 
upper sash is raised. 

8) Check to see if the end play is proper to prevent "binding" 
and yet not too lose (if weather strips are included, raise and lower 
each window to make sure that it operates smoothly). 

9) See if proper weight sash weights have been used with ap- 
proved sash cord (the National Door Mfgrs. Association, Chicago, Ill., 
publishes a list of wts. for all types of sash). This weight list will also 
apply to mechanical sash balances. 

10) Insist that any broken or split glass be replaced before the 
painter applies the second coat. 

11) Check wall lay-out to make sure masonry bonds have the min- 
imum of closures. 

12) Make sure that exterior courses—either of masonry or wood 
siding—have been laid out and applied so that whole units may be 
used at sill and lintel heights. 

13) Insist that the lower edge of bottom rail—either on door or 
sash—be re-primed after fitting to avoid swelling and discoloration. 

14) In the case of unglazed sash—either wood or metal—make 
sure that glass panes of proper strength are installed by imbedment 
in putty and secured with glazier's points—and that the putty line 
does not project beyond the muntin bars. 

15) In masonry walls, where metal units are used, make sure that 
they are firmly wedged, and caulked with a waterproof flexible as- 
bestos caulking compound. 
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LAY fire prevention products are going into 
heating systems everywhere. Are you get- 
ting your share of this steady business by includ- 
ing these items in your dependable profit line? 
CLAY FLUE LINING protects the entire chim- 
ney against fires. CLAY CHIMNEY TOPS 
guard against flying sparks and increase the 
efficiency of the furnace or stove by eliminating 
“backdraft.”” They add much to the appearance 
of the structure. CLAY FLUE RINGS insulate 
stove or furnace pipe from inflammable mate- 
rials at the point of entrance into the flue. 





CLAY 


THE DEPENDABLE 
PROFIT LINE 












or truck loads. 


BUILDING Propucts MERCHANDISER 


Back Up Your Order 


Take advantage of lower 
shipping and handling 
costs by ordering a full 
line of Vitrified Clay 
products in mixed car 





CLAY STOVE PIPE, since it seals in the heat 
with little conductivity, reduces fire hazards 
due to overheated pipes. And these Clay, fire- 
proof materials do not rust, corrode or disinte- 
grate. They never wear out. For the protection 
of your community, keep a full stock of Vitrified 
Clay products on hand at all times. 


NATIONAL CLAY PIPE MANUFACTURERS, INC. 
1105 Huntington Bank Bldg., Columbus 15, Ohio 


703 Ninth and Hill Bldg., Los Angeles 15, Calif. 
522 First National Bank Bldg., Atlanta 3, Ga. 
111 W. Washington St., Chicago 2, Illinois 



















and edges. They should be dry be- 
fore setting. 

Adequate asphalt or metal flash- 
ing, wide enough to extend at least 
4” beyond frame edges, should be 
placed before frames are set, to in- 
sure air tight fit and avoid infiltra- 
tion. 

Common levels, required to main- 
tain a uniform clearance from ceil- 
ing to top of frame, can be easily 
developed by the use of a portable 
support rod which should extend 
from the floor to the underside of 
the frame. 

The rod supported frame can 
then be nailed or secured, leveled, 
and plumbed. The support rod 
moved to the next window location. 
By the use of this “jig”, window 
heights will be even and the time 
saved in leveling will more than 
compensate for the time required 
to lay out the rod. 


COURSING WOOD SIDING 


IN ORDER to present a neat, 
workmanlike appearance, wood sid- 
ing should be spaced so that a 
whole clapboard will fit under the 
window sill with its edge inserted 
into the milled groove, which is 
usually provided. 

Likewise siding should be spaced 
for exposure so that a whole board 








16) Be sure that ample precautions are taken to provide for case- 


ment sash fasteners, irrespective of whether storm sash or screens are 
to be installed. 


17) On existing structures, ascertain before making any new door 
or window openings whether electric wires, water, drainage, or heat- 
ing ducts are located in the wall section to be opened—and, if they 
are, have estimates made before they are touched. 


18) On garage doors with intricate hardware and spring balances, 
make sure that doors open and close easily—without a sudden drop 
which might easily cause injury. Carefully read the Mfgrs. instructions. 


19) Be sure that the door stops and bottom rail fit snugly when 
doors are closed in order to prevent drafts. 


20) Make sure that the operating mechanism is adjustable, and 
examine it to see how adjustments are made in order to minimize 
future service requests. 


21) Be sure that all keys fit, that the locks actually work, and then 
turn keys over to the owner. 


22) Be certain that all louvres have non-ferrous screen protection 
and that vanes are set at an angle of not less than 38° in order to 
prevent driving storms from causing damage. 


23) To prevent rust streaks on walls where metal louvres are used, 
make sure that bronze or brass screws are used. 


24) In masonry openings, be sure that louvre frames are inserted 
with the flange inside of the face of the wall, and that the exposed 
joints are well caulked with asbestos caulking compound. 














We Have the ‘“‘Know How” 


Since 1884 we have been satisfying 
the needs of many lumber buyers. 


Our years of experience have justified our belief that 
we can do a satisfactory job for you, too. 


CONTACT OUR SALES DEPT. 
105 STATE BLDG. AKRON 8, OHIO 





WE OFFER!!! 


IMMEDIATE SHIPMENT 


#2&Btr SLYP AD DET SURFACED AS DESIRED 
RANDOM LENGTHS—CAR LOTS EACH WIDTH 


PeQbeQtis@tieRisVQ— 2s 7K PHRF 2B 
FOR QUICK DELIVERY CHECK WITH US FOR ITEMS 


5 Cars 2x 4—8 
2 Cars 2 x 4—10 
2 Cars 2 x 4—12 
2 Cars 2 x 6—12 


2 Cars 2 x 6—I4 
2 Cars 2 x 6—I6 





2 Cars 2 x 8—I2 


2 Cars 2 x 6—18/20 


2 Cars 
2 Cars 
3 Cars 
2 Cars 


Manufacturers and Wholesalers 





IN TRANSIT — PROMPT SHIPMENT 


2x 8—I4 
2x 8—I6 
2x 8—I8/20 
2x 10—12 


3 Cars 2 x 10—I4 
3 Cars 2 x 10—I6 


LUMBER 
oto Eo -e. 


PINE HILL, 


ALABAMA 








will rest on the drop cap which 
forms the top of the frame. 

A slight variance in exposure, if 
done uniformly, will easily affect 
this high desirable result (as much 
as 2” may be gained or lost by in- 
creasing or decreasing exposure as 
little as 14’). 

The use of a “story pole,” marked 
on all siding courses to correspond 
with sill, lintel, and facia, is defi- 
nitely recommended. 

SECURING Woop FRAMES 
IN FRAME STRUCTURES :— 

Unless drop siding is used in lieu 
of sheathing (in which event 
frames are installed over the sid- 
ing), frames should be nailed di- 
rectly to the flashing covered 
sheathing with common nails 
spaced not over 8” c.c., staggered, 
and set so that nail hole depressions 
may be concealed with putty. Ham- 
mer marks should be avoided. 

Sills should be supported by 
wedges, to prevent sag, and the 
sill surface protected with tempo- 
rary cleats to avoid scarring the 
sill finish when plant or boards 
are slid across them. 

SECURING WooD FRAMES 
IN MASONRY: 

To gauge the correct position for 
frames, a safe method is to place 
the frame so that trim will fit by 
working from the finished interior 
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plaster grounds. This advice is 
given because of the variation in 
thickness of masonry walls. 

Wood frames in masonry walls 
should preferably be set, plumbed, 
and leveled, after the wall has 
reached sill height. 3y—s this 
method, the frame can be securely 
anchored to the masonry. 

To minimize the necessity for 
fractional masonry units, a slight 
shift to the right or left may be 
acceptable to the owner or his ar- 
chitect; provided, ‘that the interior 
window locations are not critical. 

To effect this, the masonry unit, 
block, brick, or tile, should be laid 
“dry” at sill height, and the 
frames shifted slightly to enable 
the mason to lay the units with a 
uniform cross joint and bond with 
the least number of fractional 
“closures”. 


SILLS AND LINTELS 
IN MASONRY :— 


Because of the requirement to 
maintain uniform frame clearance 
to interior ceiling, sills should 
rarely, if ever, be installed before 
frames are set or at least before 
their final position is definitely as- 
certained. 

Lintels may be of either “jack” 
arches, stone, or angle iron con- 
struction. 

The bottom of the lintel level 
should be approximately 144” above 
the top of the frame to permit 
wedging and caulking. 

As nearly as possible, the height 
of frames should be divided into 
an even number of masonry courses 
to insure uniform masonry. A 
slight increase or decrease in the 
mortar joint thickness can easily 
provide this desirable result, for 
example, a 4’6” frame will require 
approximately 20 brick courses and 
only 1/16 of an inch either more or 
less, if incorporated while the brick 
are being laid, can easily increase 
or decrease the lintel clearance 
from 1 to 14%”. 

To effect uniformity 
“story pole” with each 
and lintel, ceiling level, and door 
height clearly marked upon _ it, 
should be laid out prior to the com- 
mencement of masonry (particu- 
larly on finished brickwork). All 
necessary joint adjustments can be 
made on the “story pole’ in ad- 
vance, and enhance finished appear- 
ance as well as avoid time consum- 
ing computation. 

Where stucco or plaster exterior 
finish is specified, only ordinary 
precautions are necessary because 

(Continued on Page 96) 
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Pivtene no better 


demonstration of Lowell 
product superiority can be 
shown than this: Lowell is 


the world’s largest 


manufacturers of sprayers 
and dusters exclusively. 


. for quality . . 
sales . . 
customers. 


= oh 


Premier 


Pennant 


Commander 


‘Lowell Sprayers and 
Dusters have eye-appeal 
for any customer, and 
we find that Lowell per- 
formance brings repeat 
business." 
A Lowell Dealer 
(name on request) 





WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 
WRITE DEPARTMENT 63, 589 E. ILLINOIS ST., CHICAGO 11, ILLINOIS 


You can rely upon Lowell 
. for 
. for satisfied 


Roto-Blast 


Duster 

























































Stauffer 
Duster 
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W. A. Barksdale, NRLDA 


treasurer and director 


Treasure of NRLDA 


W. A. Barksdale, treasurer of 
the National Retail Lumber Deal- 
ers Association, has brought to that 
important position an understand- 
ing of the retail lumber field backed 
by 39 years of experience in the 
industry. 

At the age of 18 he went to work 
for the Charlottesville Lumber 
Company, Charlottesville, Va., as a 
yard hand, and today holds the po- 
sition of vice president and general 
manager for the same company. 

Mr. Barksdale was instrumental 
in establishing the Virginia Build- 
ing Material Association, and was 
elected its first president. He has 
served as a national director since 
the reorganization of National. 

Taking an active part in civic 
affairs, Mr. Barksdale is past 
president of the Charlottesville 
Chamber of Commerce, the Ki- 
wanis Club and Boy Scout Council. 
He has served as a campaign chair- 
man for the Community Chest and 
March of Dimes. 

He is married and has two chil- 
dren—a son 20 years old and a 
daughter 24 years old. His hobbies 
are fishing and golfing. 
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A MONTHLY REPORT OF THE ACTIVITIES OF THE 
NRLDA AND ITS 32 FEDERATED REGIONAL ASSOCIATIONS 


i) 








MASON GALLS ON INDUSTRY 





Lumber Quota for Europe 
Exceeds First Estimate 


Close examination for the Euro- 
pean Aid program discloses that 


the lumber demands upon this 
country will exceed earlier esti- 
mates. 


Export of building materials, es- 
pecially lumber, has been closely 
watched by the National during the 
war and the years just following. 
NRLDA has strongly opposed the 
export of building materials to 
Europe at the cost of building 
homes in America. 


ALLOTMENT INCREASED 


A complete anaysis of the lumber 
export requirements under’ the 
European Aid program now dis- 
closes that the United States is 
down for a little over three billion 
board feet through 1952. Other 
countries have received proportion- 
ate allocations. 

However, the final tabulation 
discloses a shortage between actual 
estimated European requirements 
and the amount allocated among 
the various countries of about 12 
billion board feet. The United 
States, it appears, will be asked 
to make up the greater part of this 
shortage. 

It is felt that even if this deficit 
should be made up, the housing 
needs of Europe will not be met 
and there would still be a very 
tight lumber supply in this coun- 
try. 

Three methods of increasing the 
lumber supply available for export 
have ‘been suggested: increased 
production; reduced domestic con- 
sumption; helping cut high prices, 
or distribution controls. The only 
satisfactory answer is increased 
production. 





Says those who know the 
facts must refute derogatory 
propaganda 


In an address before the Na- 
tional American Wholesale Lumber 
Association meeting at Chicago, 
Norman P. Mason, president of the 


National Retail Lumber Dealers 
Association, called on those in his 


audience, as well as all other in- 
formed persons in the lumber in- 
dustry, to assume their responsibil- 
ity in informing the public of the 
true status of the industry today. 


Hitting hard at the public plan- 
ners, Mason pointed out that Rus- 
sia, with complete government 
domination of construction, had 
completed only 28 per cent as many 
housing units as the United States 
in the period from April 1945 to 
October 1947. England, with nearly 
complete government domination of 
that country’s housing program, has 
been able to produce only 38 per 
cent as much housing as we have. 
Mason pointed out that “if our gov- 
ernment goes into competition with 
the building industry we will not 
get as much housing here either 
as otherwise.” 


He then reviewed the figures to 
show that housing is not out of 
line in costs, that a large part of 
the housing being built is within 
the price range of low income fami- 
lies and that total production of 
housing units has only been limited 
by materials and manpower. 


With these facts in mind, Mason 
pointed out that those in the in- 
dustry will have to become as good 
publicists as they are builders in 
order to counteract the propaganda 
of the “public housers.” 
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HUTHER BROS. Se SAW MFG. CO 




















PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. — Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 


Co. are made to stand hard service and are, there- | Huther Bros. have long taken special pride in the’ 
fore, long-lived Saws insuring long-run economy to the — quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, _ satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine | 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 
kk * 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 














xk kk 
Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho P.O. Box 510 





*Thompson Falls Lumber Company, Thompson Falls, Mont. 


* Member Western Pine Association 


Telephone 71 


Daily Production 190,000 Feet Kiln Dried Lumber 
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THE BEST ADVICE EVER GIVEN— 


Do you have a disagreeable letter to write, an un- 
pleasant mix-up to straighten out or a tough collec- 
tion letter to write ... one with teeth in it? 
A master of letters who got results—the results 
he desired—was Abraham Lincoln. His technique 
. to make a friend out of the man with whom 
he was dealing, always—no matter how unpleasant 
the news he had to break or the action he, Lincoln, 
was forced to force. A sound, result-getting tech- 
nique in Lincoln's time; a sound, practical, profit- 
making technique for you to use today. 
Lincoln’s method .. . when dealing with someone un- 
reasonable or unethical, to visualize the man’s poor 
qualities as a smudge of dirt, and concentrate instead 
on his known, decent qualities and appeal to those 
instead. 


HIT THAT SALES TARGET— 


with ads that do an educational job, with ads that 
tell your customers why housing costs seem out of 
line and just where construction costs actually are 
out of line. 


Below are some Ad Facts derived from official 

sources by your National Retail Lumber Dealers 

Association, Washigton, D. C. Maybe you've al- 

ready seen these facts—but are you using them? 
Every Ad Fact you hammer home helps spike pub- 
lic housing. Every figure cited below that you 
quote helps arouse public opinion to fight against 
the present outlandish rate of taxation keeping con- 
struction costs up. 


Every ad you personally run citing these facts and 
figures will help keep local dollars in your trading 
area—where they belong! And now for your am- 
munition. 

AD AMMUNITION: There's just one way for the 
lumber industry to gain stronger public support for 
private building—and that's for each individual dealer 
to take the issue directly to his customers with ads 
headlined with frank, challenging captions such as, 
ARE HOUSING COSTS OUT OF LINE? 

Then point out the following facts: Since 1939, the 
cost of government to the American people has gone 
up 377 percent—a cost that is coming out of the 
pocket of every taxpayer and every consumer— 
whether he knows it or not—by all kinds of exorbitant 
hidden taxes as well as direct taxation. And that is 
the source of today's higher-than-ever living costs, 
the direct source of increases in building as well as 
other costs. 

As an example, taxes levied on a $10,000 house today 
total $2,670—$1,380 of which is tax cost that has 
been added to construction costs since 1939! A 
tax increase of over 100 percent, in other words. 


Your ads should also point out—with GRAPHIC IL- 


By Norm Advertising, Inc. New York, N. Y. 
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LUSTRATIONS—that housing costs have risen less 
than other costs. Here's your ammunition: Since 
1939, home construction costs have risen 87.5 percent 
whereas farm products have risen 191 percent, factory 
wages 111.3 percent, food prices 108.3 percent and 
clothing prices 87.1 percent. 

Equipment price increases have also soared way be- 
yond home costs. From Nov., 1940, to Nov., 1947, 
Washington, D. C., home costs have risen 89 percent, 
refrigerator costs 104 percent, radio costs 123 per- 
cent, washing machines 145 percent. Facts the gen- 
eral public—your customers—should hear about, and 
understand! 


3-WAY PROFIT-BOOSTER! 


A swell way to stimulate greater employe enthu- 
siasm and spur him on to greater sales is to post a 
monthly report on actual jobs in progress. Not a 
typewritten report but a good-looking, eye-arresting, 
kingsize poster, which might be captioned, NOW IN 
PROGRESS UNDER SUPERVISION OF _ WIN- 
ANT’S. Then underneath list your jobs in good big 
display type as follows: 

27 New Homes 

16 Space-Remodeling Jobs 

23 Modernization Jobs 

37 Home Repair Jobs 
Then, underneath your general listing—again in good 
display type—break down the number of jobs in prog- 
ress into more specific categories such as Painting, 
Insulation, Re-roofing, Re-siding, Kitchen Moderniza- 
tion. 

Your monthly Job-Progress Poster, displayed in a 

prominent place will arouse the pride of each em- 

ploye in the job your entire group is doing, give 
him a glow of satisfaction every time he looks up 
at the board and thinks of what he has personally 
contributed to the score. 
This Progress Report is also something new and dif- 
ferent to catch the eyes of customers and_ shop- 
browsers . . . something that automatically increases 
their confidence in you when they see all the jobs and 
the diversity of jobs you and your staff are currently 
handling. Your Progress Report also helps sell hesi- 
tant or undecided customers when they see that 47 
other people are building now ... that old Keep Up 
With the Joneses psychology. 

And don’t forget your poster can be reduced in 

size and used for the same purposes in the forefront 

of each of your display windows, regardless of the 
nature of items on display. 

Your Job-Progress Report can also be used as a 
basis of some hard-pulling newspaper ads. To make 
the most of this public and employe relations idea, 
and sales promotion idea, you should use it all three 
ways at the same time . . . in your showroom, your 


windows and your newspaper advertising. This way 
the selling point you’re making will sink in deeper, 
stay with the prospect longer. 
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Gives new charm to washable uttle 
walls overnight! fen 
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When customers want lustrous ,, 
. colorful . . asting beauty for / 
bathroom, powder room and 
kitchen walls, show them 
Prestile. This modern quality 
tileboard can be applied in one 
day—right over present walls, 


making it ideal for remodel- D 
ing as well as for new con- sane ytile 


struction. Prestile is perfect, 
too, for commercial and insti- 
tutional walls and counters 
wherever eye appeal, economy, 
durability and maximum sani- 
tation are required. Write for 
literature and free sample of 
Prestile today. 


s 
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\ 
Cleans easily as china 
with a damp cloth. 


f 


| 





Goes on in large, labor- 


PRESTILE MANUFACTURING COMPANY a 
saving panels. 


2860 Lincoln Avenue. . Chicago 13, Illinois 


Advertised in American Home, Better Homes and Gardens, House and 
Garden, Small Homes Guide and other leading magazines. 
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A. 


AMERICA’S 


for sash & door makers! 


r~ 





PERMA 


GLALE 
GLAZING 
COMPOUND 


. provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


PERMA GLAZE 
GLAZING COMPOUND 





l). D. 
PRIMELESS 


PUTTY 


The original, unmatched primeless. putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
giaziers the country over! 


QD. PRIMELESS 





For more Information or Special Requirements write Today! 



















High and Lows in Selling 
WE CAN’T REMEMBER when 
advertisements in the na- 
tional magazines were as numerous 
or as attractive as today. Artwork, 
copy, layout and subject matter 
compete successfully with the edi- 
torial content of most publications. 
With the efficiency of personal 
salesmanship at an all-time low, 
printed salesmanship (national ad- 
vertising) comes close to being at 
an all-time high. 
It is well that this is so... as 
we shall discover some of these 
days. 


* 


It took 134,248 directives to win 
the war and it appears it will take 
that many correctives to win the 
peace. 


Freedom isn’t free and is too of- 
ten taken for granted by those 
who have done little to earn it. 


* *% % 


Service Comes First 
ENRY FORD once was asked, 
“What is the secret of success 
in business ?” 

“Service,” he answered promptly. 
“A man who starts in business and 
puts profits first and service second 
will soon find himself with no prof- 
its. If he puts service first, and 
keeps it there, profits will take care 
of themselves.” 

This idea is in sharp contrast to 
the get-as-much-as-the-traffic-will- 
bear philosophy which seems to be 
rampant in so many of today’s 
transactions. 

¥* * * 


This is the time when it’s easy 
(and dangerous) to let down on 
your selling oars. 


% % 


How to Use Nails 
OUSING and Home Finance 
agency (Raymond M. Foley, 
administrator) has issued a_ 56- 
page booklet which tells how to use 
nails properly in the construction of 
a house. 

It may seem passing strange that 
such a publication is necessary af- 
ter so many million wood structures 
have been built and are now in 
use in the United States. Yet the 
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book makes plenty of sense and 
it doesn’t take more than a glance 
at homes up and down the street 
to show how badly the information 
is needed by the vast majority of 
workmen who have had little or 
no actual training in the technique 
of nailing. Now, if the data can 
be put to work, the benefits to 
home owners will be almost im- 
measurable. 


If you are doing good work, the 
boss will soon know it. 


x * 


Mail-order house “Big 3” services: 
Open (certain) nights, free park- 
ing, installment selling. 


* * % 
Expensive Luxury 


SURVEY OF lost customers 

shows that nearly 70 percent 
drifted away because of the indif- 
ference of store owners or em- 
ployees. 

Employee indifference flourishes 
during sellers’ markets. It never 
was as great or as costly as today. 
Worst of all, it has become so in- 
grained that it is often accepted 
as a matter of course. Yet it ac- 
counts for more than two-thirds of 
the shifts from one store to an- 
other. 

x 


Thought For Salesmen: Nearly 
2,000 years ago Ovid said, “In the 
pool where you least expect it, 
there will be fish.” 

In the meantime supply of new 
homes is gradually catching up 
with demand as is the case with 
nearly everything else. 


* % 


Modernizing Pays Dividends 


ILLIAM A. RITT, St. Peter, 

Minn., recently spent $2,000 
on a porcelain steel front (in pastel 
colors), new wall cases and coun- 
ters. Extra sales paid for the im- 
provements in eight months ac- 
cording to his statement in Elec- 
trical Merchandising. His records 
show that sales began to show sub- 
stantial increases almost as soon 
as improvements were started and 
have continued to date. “Good in- 
vestment” is Mr. Ritt’s firm convic- 
tion. 
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Bottleneck of the Future 

NE OF THE largest chain 

‘store organizations is pre- 
paing to market a complete line of 
farm buildings beginning in 1948. 
Arrangements are being completed 
for the necessary materials and 
for contractors to do the work. In 
the opinion of the management, it 
will be easier to obtain the former 
than the latter. All of which re- 
minds us that not so long ago we 
heard it said that “the lumber deal- 
er of the future who doesn’t have 
permanent working relations with 
contractors (who in turn have 
plenty of carpenters, etc.) will be 
out of luck.” 

The labor situation was a serious 
bottleneck in many areas in the 
late ’30’s. Some of these days it will 
really be tough! 


x * *% 


“Something for nothing” invari- 
ably turns out to be “nothing for 
something.” 

It was the shortness of the an- 
swers rather than the shortages of 
materials that sent many custom- 
ers to other yards where they 
hoped to be more welcome. 


x x % 


Stick to Quality 

LL SUCCESSFUL businesses 
...and salesmen, too... have 
been built upon the firm foundation 
of quality. Customer satisfaction 
is absolutely essential if a concern, 
or a salesman, is to prosper. Noth- 
ing else will ever be found to take 

its place in the retail world. 


% * * 


The future Is rich with opportun- 
ity for those who can forget the 
traditions of yesterday. 


* * *% 

Going Upl 
ATIONAL INVENTORY at 
the end of 1940, including 


mills, distribution yards and retail 
stocks, 14% billion feet. Low 


point was at the close of the first 
quarter of 1946, 514 billion. End 
of third quarter 1947, 914 billion. 
Today it no doubt exceeds 10 bil- 
lion. 
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MARKET ANALYSIS 


Current Statistics on 
Output and Distribution 

Lumber shipments of 392 mills reporting to the 
National Lumber Trade Barometer were 7.1 percent 
above production for the week ending May 29, 1948. 
In the same week new orders of these mills were 2.3 
percent below production. Unfilled order files of the 
reporting mills amount to 69 percent of stocks, For 
reporting softwood mills, unfilled orders are equiva- 
lent to 30 days’ production at the current rate, and 
gross stocks are equivalent to 42 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 5.1 percent above production; orders 
were 7.2 percent above production. 

Compared to the average corresponding week of 
1935-39, production of reporting mills was 28.8 per- 
cent above; shipments were 40.6 percent above; or- 
ders were 33.2 percent above. Compared to the corre- 
sponding week in 1947, production of reporting mills 
was 1.2 percent below; shipments were 5.6 percent 
above, and new orders were 3.1 percent above. 
Western Pine 

The 85 mills reporting to the Western Pine Asso- 
ciation cut 50,644,000 feet for the week ending May 
29, 1948. The same week a year ago the cut was 
56,535,000 feet. Shipments were 51,872,000 compared 
with 52,827,000 feet a year ago. Unfilled orders on 
file at the end of the week stood at 184,455,000 feet 
compared with 157,357,000 feet for the corresponding 
period in 1947. Gross stocks stood at 454,256,000 feet 
compared with 448,376,000 for the same period last 
year. 


Southern Pine 

Production of Southern Pine by the 106 mills re- 
porting to the Southern Pine Association for the 
week ending June 5, 1948, amounted to 18,490,000 
feet. This was 12.43 percent above the three year 
average for the same mills. Shipments for the week 
of June 5 amounted to 17,028,000 feet. This was 7.91 
percent below production for the week. Orders placed 
during the week amounted to 15,835,000 or 14.36 per- 
cent below production. 


Northern Pine 

Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ Associ- 
ation for the week ending May 29, 1948, amounted to 
1,400,000 feet. The same week a year ago the cut 
was 975,000 feet. Shipments during the current 
week totaled 1,120,000 feet compared with 1,805,000 
feet a year ago. Unfilled orders on hand stood at 
4,080,000 feet and gross stocks amounted to 32,605,000 
feet. 


In the Market Centers 

SEATTLE—tTwo factors are affecting production 
of logs, lumber and shingles. These are the boom 
men’s strike which continues to keep all mills closed 
in the Tacoma area and the worst floods in years on 
the Columbia river and its tributaries and the Fraser 
river in British Columbia. Unusual heavy rains and 
melting snows combined to create the floods. Water- 
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— profit from 


HIS 
training 


It stands to reason—the more an employee knows 
about the business, the better the job he can do 
for you. How does he learn? Through experience, 
certainly. But far more effectively, through a 
planned program of training for the light con- 
struction industry. Hereis whereI.C.S.can help you. 


A COMPLETE TRAINING PROGRAM FOR 

EMPLOYEES IN RETAIL LUMBER YARDS 
This is an extremely practical course made-to- 
order for the National Retail Lumber Dealers 
Association. It covers a number of basic and 
optional subjects, including carpentry, estimat- 
ing, paints, roofing, merchandising. Lessons are 
authoritative, interesting, easy-to-follow. Results 
are immediate. Your employees learn quickly, 
apply what they learn. 

We'll be glad to send you full information on 
the Retail Lumber Dealers’ and other special 
courses; how they can be fitted to your training 
needs; how they can develop your workers’ effi- 
ciency and increase profits for your business. 






INTERNATIONAL CORRESPONDENCE SCHOOLS 


Cooperative Training Division, Box 4247-B, Scranton 9, Pa. 
















Do Your... | SAWING 
——~ =——/ = SANDING 
W SHAPING - GRINDING 

¢) WIRE BRUSHING 


PX CUTS EVERYTHING 


From Wood To Steel! =, "1 ted 
2 ard ee 














This new, revolutionary table 
stand converts the Model 60 
Electric MallSaw for sawing, 
drum and face sanding, shap- 
ing, drum grinding, 
grooving and wire 
brushing. Metal table is rigidly con- 
structed yet easily carried by one man. 
Has 16” x 18” top—miter gauge and rip 
fence. Convenient switch extension. As 
a hand or table saw it will cross-cut, angle 
cut, or rip wood, cut corrugated galvanized steel with friction 
blade. hardened steel, tile, porcelain, and glass with abrasive 
wheel. 6” blade has 2” capacity. 


Nationally advertised every month in leading Farm, Trade and 
Business Papers. Write at once for literature and prices to 


Power Tool Division. 


7733 South Chi Av 
MALL TOOL COMPANY —aae 
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Helps You Sell. . DOORS 


Wood doors that retain their original beauty and “fit” the year 
around. WOODLIFE stands guard against sticking, warping, 
checking, open joints and paint failure. No worry about fungus, 
decay and stain. WOODLIFE treated doors assures customer 
satisfaction and profit for you. 


Protection Products Mfg. Co. 


Mirs. of CHEMICAL PRESERVATIVES Since 1921 
Research Laboratory and Plant KALAMAZOO, MICH. 











PROMPT 
DEPENDABLE: 


Service 


PLYWOOD 





SOFTWOOD AND HARDWOOD 
PLYWOOD SUB-FLOORING 
CONCRETE FORM PLYWOOD 
and other outstanding 
BUILDING PRODUCTS 

. Douglas Fir Doors 

. Overhead Garage Doors 

. Stanwall Hardwood Panels 

. Armstrong Glass Wool Insulation 
.. Monsanto Rez Products 

. Westbilt Kitchen Cabinets 


Call or Write for Details and Prices 


saseaees es ee eens oe eee ovary GD SERVICE ~.— 
FIDDES-MOORE AND COMPANY 


Sales and Service Offices: 
205 W. Wacker Drive, Chicago 6, Ill. 


TELEPHONE: 
CENtral 5875 
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Prompt Shipment from Hammond, Ind. 





LUMBER MARKET 





front shingle mills are nearly out of logs and in B. ¢. 
production is bound to be less until the floods subside. 
Motors had to be taken out of several shingle mills 
in Oregon. 

The lumber market has been gradually firming al] 
through the month of May. Mills are asking for more 
money. Good yard business has not yet developed, 
Government buying is the principal factor in deter- 
mining the strength of the market. Large federal 
orders are going to California and other points. Upper 
items remain as scarce as ever and dry boards and 
dimension are hard to get. There is quite a race to 
buy logs. Plywood plants have paid as high as $35 
for stumpage and are buying logs from the smaller 
mills. Specified sizes of lumber are very hard to get 
and such orders worry wholesalers who have to do a 
lot of shopping around. Present retail buying is 
cautious. 


MINNEAPOLIS—Demand for home building mate- 
rials switched to a nervous strain in the last two 
weeks in Minneapolis, St. Paul and Duluth, with re- 
tailers further paring their inventories to bare neces- 
sities, even though backlogs of orders make the total 
of current and accumulated business stronger than 
a year ago. Nails continue scarce along with window 
and screen sash, although other phases of the mill- 
work situation appear to have eased slightly. 


KANSAS CITY—A slight weakness in prices of 
yellow pine prices was manifest in the past week, with 
value of boards generally off $1 to $2 a thousand. No 
apparent reason was given for the easiness other 
than mills were crowding sales a little and offering 
concessions as their production stepped up sharply. 
In the case of 8-inch shiplap, a key item, prices were 
quoted from $81 to $83 per M; 6-inch at $78 to $80. 
30th items are about $2 under the levels of two 
weeks ago. 


TACOMA—Demand for better grades of lumber is 
heavy, but reserves of poorer grades are beginning to 
accumulate. Prices for qualities that are in demand 
are high but quotations on common items are easing 
off. Effect of the boommen and rafters’ strike con- 
tinues to be evident at many mills and boomsticks 
that normally are full at this time of the year are 
either empty or hold greatly depleted stocks. Else- 
where, where boommen returned to work two and 
three weeks ago, log supplies are beginning to accum- 
ulate in the booms. Bidding for publicly owned tim- 
ber continues to be heavy. Six million feet of Olympic 
National Forest timber near Aberdeen was sold last 
week to the Quinault Shingle Company for $74,867.50 
at a federal forest service auction. The successfu! 
bid called for prices of $21 on Douglas fir, $14.30 on 
western red cedar and $8.65 for western hemlock and 
Pacific silver fir. 


MEMPHIS—With the exception of scattered items 
the hardwood market is consistently firm through- 
out the South. Slight price concessions have 
been made on inch, 5/4 and 6/4 white oak pieces and 
in the heavier thicknesses of the better grades ot 
quartered red gum. Otherwise there have been no 
changes in the past two weeks. Demand for the lower 
grade woods, used in the manufacture of boxes and 
crates, is heavy and insistent. 
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The COOK COUNTY LUMBER CO. 
Wholesale Distribution 


Yard at 
130th & Indiana Ave. 
Chicago, Ill. 


from Cook County Lumber Co. 


continued patronage. 








Midwest Reserve Sales, Inc. 


operating 


MIDWEST JOBBERS, INC. 
Wholesale Jobbers of 
Ponderosa Pine & Fir 

Mouldings & Trim 
Warehouse at 


1525 So. Morgan St. 
Chicago, Ill. 


and 





We have well established policies of serving and protecting the retail lumber dealer 
on a stabilized and economical basis on Western Lumber Items, Siding, Oak Flooring, etc. 


and 
On Mouldings, Trim, Plywood, etc. from Midwest Jobbers, Inc. 


We invite dealers in the Middle-West to use our LCL service from our yard and ware- 
house. We want our business methods, service and quality to be such as to merit your 


MIDWEST RESERVE SALES, INC. 
Stewart D. Griffeth, President 





Radiaband Sibt-Table 


Ne 





























"RADIAL ARM" — for 
fast, accurate, cross 
cutting, mitering, rip- 
ping, bevel cutting, 
dadoes, shaping, rout- 
ing, etc. Furnished 
with steel leg table or 
Gas-Electric trailer 
combination on pneu- 
matics. 












“TILTING TABLE" — 
tested and proved on 
thousands of jobs. Three 
sizes for 10", 14", 16", 
and 18" blades. Pow- 
ered with electric motor 
or gasoline engine. 


CONSTRUCTION MACHINERY COMPANY 
Waterloo, lowa 
Sold and serviced by leading construction 
equipment dealers everywhere. 


Also makers of Concrete, Plaster, and Mortar Mixers, Hoists, 
Dumps, Dump-Over Carts, Bin Batchers, Jetcrete Guns, etc. 
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RAINY LAKE TT CO. Ltd. 
Sales Office: 
2020 Chicago Title & Trust Bldg.. CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Onf. 

















Check Raises or Lowers 
Window 


Windows equipped with Wells’ 
window check eliminate weights, 
cords and pulleys, and according to 
the manufacturer, the windows 
don’t rattle. The check is a metal 
roller attached to a gooseneck of 
tempered heat-treated, spring car- 
bon steel. It is self-adjusting to 
allow for contraction and expan- 
sion. The check is adaptable to 
any double-hung window—new or 
old, metal or wood. Only a few 
minutes are required to cut a one- 
inch square notch in the sash; 








there is no cutting of the frame. 
For further information write 
Wells’ Window Check Co., Dept. 
AL&BPM, 107 East Center St., 
Anaheim, Calif. 


Knox Prefabricated Homes 


At Augusta, Ga., a five-room 
house was erected in a normal 
working day as a demonstration to 
show how quickly Knox Homes can 
be made available for living. The 
house had previously been built in 
sections and panels at the Knox 
factory and included such interior 
equipment as kitchen cabinets. The 
foundation for the house was al- 
ready in place on the morning that 





the demonstration started and 


within an hour the floors were 
down and the inner walls started. 
By noon, the walls—both inner and 
outer—were in place. Work on 
the ceiling was then started and 
was finished within two hours. By 
mid-afternoon the house was 
roofed. For copies of the com- 
pany’s brochure write the Knox 
Corp., Dept. AL&BPM, Thomson, 
Ga. 


Self-Polishing Wax 

The new product, Sloane Quality 
Wax, is a no-rubbing, self-polish- 
ing, emulsified wax. It can be used 
on linoleum, resilient enamel floor 
coverings, asphalt, plastic, rubber, 
and cork tiles, and on hardwood 
floors. It is applied with a cloth 
or applicator, and dries quickly to a 
high lustre. For further informa- 
tion write Sloane-Blabon Corp., 
Dept. AL&BPM, 295 Fifth Ave., 
New York City. 


New Metal for Flashing 


Chine, a new rustless metal for 
flashing valleys, chimneys, eaves, 
etc., is now available in rolls, strips, 
sheets and a full line of rain- 
carrying equipment including gut- 
ters and downspouts. All are 26 
U.S. gauge. A combination of zinc, 
copper and magnesium, the new 
metal solders and forms readily, 
does not stain white trim and does 
not corrode in mortar joints. It is 
said to give excellent service at the 
seashore. For complete information 
write The Allan Corporation, Dept. 
AL&BPM, 623 Prospect Street, 
Trenton 8, N. J. 





Recess Medicine Cabinet 

A newly designed recess medicine 
cabinet is made in two sizes, each 
14 inches wide, and having mirrors 
16x22 inches and 16x26 inches. It 
is of 22 gauge, one-piece welded 
steel construction, with rust-re- 
sistant high-bake white enamel fin- 
ish. The mirror is heavy 5/16 inch 
A-quality crystal, mounted in pol- 
ished stainless steel frame. The 
shelves are safe-edge glass; the 
door has bullet catch. For more 
complete information write Walters 
Manufacturing Company, Dept. 
AL&BPM, Oakmont, Pa. 


Unfinished Corner Cupboards 


Engaged in the lumber and mill- 
work business for 27 years, Shelby 
Lumber Company, Inc., Nashville, 
Tenn., changed its operation six 
years ago to the manufacture of 
china cabinets. The firm has re- 
cently added assembled, unfinished 
corner cupboards to the line, also 
kitchen cabinets. Designed spe- 
cifically for limited space, the cor- 
ner cupboards are made to fit in 
all corners and can be fitted snugly 
to the baseboards so that each side 
of the cupboard becomes a perma- 
nent part of the home. Two models 
have glass doors in the top sec- 
tion; a third model is designed with 
an open top section. For pictures 
and prices write Slosswood, Inc., 
Dept. AL&BPM, 913 Cherokee Ave., 
Nashville, Tenn., sales division of 
Shelby Lumber Company. 


New Coal Heater 

A new addition has been made 
to the Warm Morning line of coal 
heaters. The new model is a radiant 
heater and is said to incorporate 
exclusive new patented interior fea- 
tures. The exterior is finished in 
rich brown porcelain enamel with 
chrome trim. The space saving 
square design’ requires less room 
space. It holds 100 pounds of coal, 
yet stands only 43 inches high and 
is only 18 inches square. Tests 
have shown that it will heat all day 
and all night in cold weather with- 
out refueling and that it will hold 
fire several days on closed drait. 
The grill work covering the top 
casting can be lifted and the top of 
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Thank You, Miss Garriga 


J. H. Miner Saw Mfg. Co. 


May 8, 1948 
Meridian, Miss. 


Century, Fla. 


Gentlemen: 


We should like to take this opportunity to tell 
you that the saw you cut down for us is working 
well and we are very well pleased with the job. 


Yours very truly, 


GARRIGA EXPORT CO. INC. 
Mercedes Garriga 





The saw Miss Garriga speaks of is one we 
cut down. We made from it a 54 x 9 x 52-2!/. 
We can give you the same satisfaction we 
gave to Miss Garriga. Distance is no barrier. 
On account of the excellence of our work we 
get saws, to repair, from all over the country. 


J. H. MINER SAW MFG. CO. 


MERIDIAN, MISS. 


INCORPORATED IN 1912 THE ORIGINAL MINER SERVICE 











Write for the Facts About 


GUNDERSON BROS. 
Vertical Band 
RESAW 


The Saw the Lumber Indus- 
try Has Been Waiting for! 







Engineered to meet the needs 
of modern Sawmills and Man- 
ufacturing Plants for accurate 


gauge sawing or center split- 
ting. 


Lever & Screw 
Set Works 


Opening 4" either side of 
saw with levers, and an 
additional 4'' either side 
of saw with screws. Maximum total openin 
from 50 to 250 lineal feet per minute, 


16". Capacity ranges 


c epending on material. 
Will handle 50M board feet per 8-hour shift in the average mill. 


ENGINEERING G >) CORPORATION 


Steel Fabricating \ dD} W. Front Avenue 
ivision 4 


4700 _N. 
PORTLAND 10, OREGON 
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WHOLESALE DISTRIBUTOR 
of 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 
DOUGLAS FIR 


e LUMBER 

@ MILLWORK 
@ MOULDINGS 
e SIDING 

e FLOORING 


eT  :: 


Geo.J.Silhernagel 


GENERAL OFFICE 


8 §. Michigan Ave., Chicago 3, Ill. 
Telephone RANdolph 0540 
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the cast iron dome used for cooking 
and heating water. For more com- 
plete information write Locke Stove 
Company, Dept. AL&BPM, Kansas 
City, Mo. 


Packaged Stairway 

The packaged stairway, Unistair, 
consists of four treads with four 
pairs of carriers and assembly 
bolts. Shipping wt. 115 pounds. 
(Carriers are also sold in pack- 
ages of six pairs including assem- 
bly bolts, shipping wt. 64 pounds.) 
Tread and rail adaptability offer 
safe and easy installation. The 
stairway may be used with the 
manufacturer’s standard steel safe- 
ty tread or the tread carrier made 
to accept steel, wood, slate or con- 
crete. A wide variety of rail ap- 
plications is possible; treads may 
be adapted to receive one or two 
balusters per tread. Balusters are 
available in a variety of designs. 
Rails may be of wood or metal. 
Unistair carriers are also used for 
bench legs, bench table legs, shelf 
bracket, shelf or bench bracket, 
bench display stand or wall stock 
rack. For further information 
write the Bileo Company, Dept. 
AL&BPM, 164 Hallock Ave., New 
Haven 6, Conn. 


100 Fireplace Ideas 

The manufacturers of Fyro- 
Place are offering free to lumber 
dealers, a new brochure entitled 
100 Fireplace Ideas. Illustrations 
show the most practical fireplaces 
of the past and present which pro- 
vide many suggestions for cus- 
tomers who are uncertain as to 
what design they would like to 
build. Included are fireplaces of 
modern influence, ornate European, 
Old Inglenook and modern equiva- 
lents, the Colonial Kitchen—wide- 
ly copied in inns, lodges, and cab- 
ins, New England Colonial styles 
and Southern Colonial, as well as 


numerous ideas for the use of 
various materials. Fyro- 
Place, a scientifically designed steel 
form around which al- 
most any style or design of fire- 
place can be built, assures smoke- 
less operation and circulates heat 
through the home. Air passages 
can be constructed to carry warm 
air to adjacent or second floor 
rooms if desired. Firebox, smoke 
dome and damper, everything but 
the chimney and surrounding ma- 
sonry are in the Fyro-Place. For 
a copy of 100 Fireplace Ideas and 
further information write Price 
Fireplace, Heater & Tank Corp., 
Dept. AL&BPM, 28 Austin St., 
Buffalo 7, N. Y. 


Multiple Fork Lift 


The new Equipco multiple fork 
attachment for use with Hyster 
fork lift trucks is a flexible, rubber 
mounted, six-pronged unit which 
eliminates prong binding in the 
handling of concrete block, cinder 
block, ete. While maintaining ver- 
tical or lifting rigidity, they are 
horizontally flexible. This flexibil- 
ity allows them to be inserted into 
block or pipe openings without 
binding. The new attachment elimi- 
nates the need for pallets. For fur- 
ther information write Equipco 


Sales Company, Dept. AL&BPM, 
148 S. 25th street, Pittsburgh 3, Pa. 








Folding Saw-Horse Leg 
Designed as a labor and money- 
saving device, the Klampon all- 
steel folding saw horse leg has 
been introduced. The leg is self- 
levelling. It clamps on 2x4 or 


2x6. It can be on and off the job 
in a few seconds and it eliminates 
waste of lumber, time and _ nails, 
Made of rigid 14 gauge steel, the 





legs will not buckle on the _ job. 
They can be carried, because a 
set of four weighs less than 20 
pounds. The legs fold compactly 
and can be thrown into the back 
of a car or truck. They are fin- 
ished in rust-resistant red enamel, 
which increases their visibility 
when used as road blocks. For 
more complete information write 
Jim C. Porter company, Dept. 
AL&BPM, 130 FE. Washington 
street, Indianapolis, Ind. 


Thermopane Setting Blocks 


Special soft pine setting blocks 
for large Thermopane picture win- 
dows together with complete glaz- 
ing instructions are now being sup- 
plied to the building industry. The 
special blocks, available in boxes 
of 100 are four inches long and a 
quarter-inch thick. The _ blocks 
provide a method to assure proper 
spacing, help bear the weight of the 
glass and enable the glazing com- 
pound to seal the space between 
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“LOOKING AROUND” says Paul Bunyan 


Paul does not rest on his fame as the lumberman’s symbol of 
accomplishment. New requirements and changing conditions keep 
him alert to progress. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine 


SUSANVILLE * 


White Fir 


Incense Cedar 
CALIFORNIA 


TRADE MARK 
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Easy to Install 
Economical to use 
Profitable to handle 


CALDWELL 


Clock-Spring, 
Adjustable 


SASH 
BALANCES 


Offer these customer-pleasing advantages 


1. Easy, economical in- 3. Permit narrow mul- 
stallation lion and trim 

2. Fully adjustable for 4. No maintenance re- 
variations in glazing quired 
and irregularities in 
sash 


5. Noiseless, accurate counterbalanc- 
ing guaranteed for life of building 


There is a Caldwell Sash Balance for every type of win- 
dow, for all sash weighing from 4 to 105 pounds. Write 
today for catalogue and information that will help your 


building equipment sales. 








Everybody 


wants an 


FIREPLACE 





THE CALDWELL MANUFACTURING COMPANY: 


Industrial Street, Rochester 4, N. Y. 
Specialists in the manufacture of Sash Balances since 1888 


CAE EAVES 


WORLDS GREATEST WOODWORKER 


Write for 


1m, Descriptive 
g ° 


Folder 


HUTCHINSON MFG.CO. 


NORRISTOWN PENNSYLVANIA 
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OUTDOOR 


DONLEY 


Outdoor Fireplaces 


25s 





For open air cookery or for evening warmth, every family 
wants an outdoor fireplace. . . . Your market is unlimited 
when you make yourselves known as the outdoor fireplace 
people of your community. . . . The Donley booklet, illus- 
trated here, shows you the way. In the hands of your poten- 
tial customers it arouses interest and spreads the word. 
. .. Every type of barbecue unit is at your command, some 
installed in masonry, some for customers to take to picnics, 
the popular Barbecart that is wheeled to the desired spot in 
garden, on terrace or porch. Twenty pages of photographs, 
designs, descriptions. Interesting, instructive, authoritative. 
Price to the public, 25 cents. Sample book free to dealers. 
Special rates for dealer supply. 


Consult our 16-page catalog in American Lumberman 
Merchandiser, or a copy will be sent on request. 


THE DONLEY BROTHERS COMPANY 


13928 Miles Avenue Cleveland 5, Ohio 
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HIGH grade zinc, copper and =§- GUTTERS - 
—— are combined to pro- DOWNSPOUTS 


uce a tough, strong, workable 


sheet metal at less than half the 7-TERMITE SHIELDS 


cost of 16 oz. copper. 
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Can't rust, solders easily, forms readily, doesn't stain 
white trim, doesn't corrode in mortar joints, and sizads up 
at the seashore where so many metals meet their doom. 

Made in rolls, strips, sheets and a full line of rain carry- 
ing equipment, including gutters and downspouts, all 26 
U. S. gauge. 

Meets government requirements for housing. 


Sold by distributors everywhere. Send for literature and 
sample. 
Another CHENEY Product 


THEALLAN CORPORATION 


623 Prospect Street Trenton 8, New Jersey 
































































FOR PROFIT 


PROTEXOL 
vaoor LUMBER 


Protected against 


| RE TERMITES 


AND DECAY 


Protexol offers the ONLY treat- 
ment combining fire protection 
plus decay and termite resistance 

. . the result of 50 years of re- 
search in wood preservation. You 
make friends selling this lumber. 
Gain good willl The market is 
yours for the asking. 





105 Market St., 
KENILWORTH 9, N. J. 





IS PLANNING AHEAD 
FOR LONG TERM OPERATION 





Ozan's reforestation program has now 
progressed to the point where a con- 
tinuous timber supply appears assured. 
Our next step is to modernize our 
manufacturing equipment. A new and 
ultra-modern mill is being planned to 
utilize the product of the log as fully 
as possible. 


Depend on Oran to keep out 
in front—in quality of prod- 
ucts and service to customers. 









LUMBER CO. 
Prescott, Ark. 











the glass and frame. For more 
complete information write Libbey- 
Owens-Ford Glass company, Dept. 
AL&BPM, Nicholas building, To- 
ledo 3, Ohio. 


Wall Heaters 


The Series 230, built-in wall Fan- 
Glo Heetaire is now thermostati- 
cally controlled. The thermostat au- 
tomatically turns the Heetaire on 
and off at the temperature specified. 
It has a range of from 56 to 84 de- 
grees Fahrenheit, and is equipped 
with a thermometer. The metal 





case of the thermostat is finished in 
ivory enamel. It produces both 


infra-red rays  plus_ fan-forced 
heated air. For more complete in- 
formation write Markel Electric 
Products Inc., Dept. AL&BPM, 
Buffalo, New York. 

New prods 


Home Planning Kit 


The Homograph planner kit en- 
ables anyone to put his home ideas 
down on paper in correct achitec- 
tural arrangement, more easily un- 
derstandable by an architect or 
builder. The kit contains a 64 page 
book, special graph paper, rules, 
scaled drawings of flooy plans, ex- 
terior elevations, doors, ‘windows, 
kitchen and bath layouts, drawings 
of exterior materials such as brick, 
wood siding, asbestos shingles, 
stone, ete. The graph lines are 
scaled to represent a modular con- 
struction of four feet. With the aid 
of the kit, anyone can draw a plan 
to fit most standard building prod- 
ucts. The kit also contains designs 
and floor plans of small, large and 
expandable homes. There are lists 
of things the home planner should 
know about his home and grounds. 
For more complete information 
about this kit write the Homograph 





Planner Corporation, Dept. AL&- 
BPM, 911 13th street N.W., Wash- 
ington, D. C. 


Triple Action Water Softener 

A new triple action water soft- 
ener has been announced. It softens 
and filters water and removes iron. 
Softening capacities are from 24,- 
000 to 192,000 grains. Iron removy- 
ing capacity up to 16 parts per mil- 
lion. Aquamatic control shift is an 
all bronze, bypass valve with swing 
handle to backwash, regenerate and 
rinse mineral. Finish is white with 
forest green trim. A water hard- 
ness demonstration kit is available 
to dealers to determine total grains 
of hardness per gallon for correct 
sizing of softener installations. For 
more complete information write 
Wayne Home Equipment Co., Inc., 
Dept. AL&BPM, Fort Wayne, Ind. 


MultiTint Paint Plan 

A new merchandising plan is the 
offering of options for the exclusive 
sale of a new line of paint which 
will be marketed under the trade 
name MultiTint. Paints in nine 
finishes will be produced in white 
only. The tinting unit will be added 
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to the whites at point of sale by : 
simple 60-second process which is 
said to be guaranteed to produc 


uniform, matching colors. The 
tinting unit will come in 36 color 
and will be supplied for gallons. 
quarts, pints, ete. No charge for 
the MultiTinters will be made to 
dealers or customers. The compan) 
will also furnish a display stand 
Only one simple operation is neces- 


June 19, 1948, AMERICAN LUMBERMAN & 








ns 
mn. 
1,- 
\V- 
il- 
an 
ng 
nd 
th 
d- 
le 
ns 


ce 
he 
yr 
1S, 
or 


n\ 
1d 


2S - 



































Cit aDya 
{ PP, j WOO. 









4 


YT, UO 


of WEST COAST | 


LUMBER 


AND ALLIED PRODUCTS 
Whrite or Wire: 


HILL-BEHAN 


LUMBER Co. 


610 Willamette Phone 6972 






















Eugene, Ore. 





industry. 





80 years of service 
to the sash and door 






Far less replacement will be needed 
in the next generation if lumber 
used now is protected against rot 
and termites with 


ree ST RN 


REG.U.S.PAT.OFE 





The Original 
Modern Wood Preservative 


Scores of manufacturers—thousands 
of dealers and builders—have found 
it the best investment possible in 


wood preservation. 








Specify 
“Par-Tox Treated” 
on your next order. 


IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 








Rogue Lumber Sales Co. 


Clyde M. Shumaker, Manager 
P. O. Box 707, Medford, Oregon 


Phone: Central Point, Oregon, 1091 


Specializing in the Distribution of All ’ 
West Coast Woods 


In addition to our general wholesale business, our 
company operates a large concentration yard at Cen- 
tral Point, Oregon, where we bring in the best avail- 
able rough stock from small and medium-sized mills 
for remanufacturing and shipping. Dry kilns and the 
most modern remanufacturing plant in Southem 
Oregon are now under construction and will be in 
operation shortly. The new plant will increase our 
output to over 250 M per day of quality lumber. 


We Invite Inquiries. 


Exclusive Sales Agents for 


Southern Oregon Planing Mill Company 
and 
Jackson Creek Lumber Company, Inc. 


Standard Yard Items 


Reputable Sales Representation Througheut the Nation 
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WHAT’S NEW? 





sary for tinting after the finish 
and color have been selected. This 
makes possible exact color match- 
ing in different finishes. For more 
complete information write Seid- 
litz Paint and Varnish Company, 
Dept. AL&BPM, Kansas City, Mo. 


Screen Door Closer 

The new Norton “44” not only 
closes screen doors, but controls 
storm doors as well. Features of 


the closer include heavy brass seam- 
less cylinder, oil impregnated pis- 
ton rod bearing, flat wire spring, 
enclosed, easily regulated. The 
steel plunger is capped with oil im- 
pregnated leather, with brass spring 





expander, and all moving parts are 
enclosed in a streamlined design. 
For more complete information 
write the Norton Door Closer Co., 
Dept. AL&BPM, 2900 N. Western 
avenue, Chicago 18, III. 








How Acme Steelstrap 
improves lumber handling 









Companies in all branches of the lum- 
ber industry and their customers are 
saving time and money by steelstrap- 
ping lumber in bundles. Here are 
some of the reasons why: 


@ Steelstrapped lumber is easier 
and quicker to load, unload, 
and handle. 

@ Steelstrapped bundles are sim- 
ple to tally. 

@ There is less chance of loss 
through damage or theft with 
steelstrapped lumber. 

For more information about the Acme 
method of steelstrapping lumber, 
write today to Acme Steel Company, 
2808 Archer Avenue, Chicago 8, IIl., 
for free booklet “LUMBER ‘Bound to get 
there’ FROM MILL TO JOB.” 

STRAPPING DIVISION 


ACME STEEL COMPANY 





NEW YORK 17 ATLANTA 


88 





Here’s what users report 


A lumber retailer says—‘‘dur- 
ing a hurricane some bundles 
were blown off of a 25-foot pile, 
yet the steelstrapping held the 
lumber together and prevented 
damage.” 


A lumber mill recently loaded 
a boat with 500 units, each con- 
taining 1000 board-feet in lengths 
from eight to twenty feet. With 
steelstrapped lumber the loading 
time was cut from three weeks 
to one week. 


A prefabricated house man- 
ufacturer straps lumber in 
bundles because it reduces pil- 
ferage and results in handling 
economies at the plant and on 


the job. 


Aretail lumberyard uses steel- 
strapping not only for bundling 
lumber but for many other prod- 
ucts such as strapping rolls of 
roofing to skids for easy han- 
dling and storing. 











ACME STEEL CO. 


CHICAGO - 


CHICAGO 8 


LOS ANGELES 11 
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Screw Anchor Display 

New counter display for the 
Molly Screw Anchor comes folded 
in the counter box with an assort- 
ment of screw anchors. It was de- 
signed so the display would always 
be with the counter box. The dis- 
play features the actual steps of 
operation necessary for inserting a 
Molly screw anchor. Also featured 





are installatons showing equipment 
mounted on various types of walls. 
For more complete information 
about Molly screw anchors and the 
new display write Molly Corpora- 
tion, Dept. AL&BPM, Reading, Pa. 


Low-Cost Saw Shop 


Just announced is a DeWalt all 
purpose machine. It is especially 
designed for precision production 
work and features a three H.P. 
motor driving a 14 inch diameter 
saw with a 4g inch depth cut. 
New design of the safety guard 
features a new type combination 
saw and dado arbor cover and ad- 
justable dust spout to direct flow 
of sawdust. It’s a cutoff saw, a 
mitre, a rip saw, a tilting arbor 
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W.T. FERGUSON LUMBER COMPANY, St. Louis 1, Mo. 








DON'T CARRY IT— 


“mm CONVEY IT 


Cut handling costs — 


Sitka Spr uce Lumber 3 = increase safety—reduce 


manual handling with 
conveyors. Eliminate 


ent 
ls. 


ion : 
the — those costly time wast- 


ra- ing steps between cars, 
Pa. Box Shook = piles and storage 

re sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
ted ay of your products. 


Get complete informa- 


-" | tion today — write for 
“ae POLSON _ Bulletin No. AL-68. 


e ~~ Standard 
ad- Lumber & Shingle Mili poo : g Stan psieenry hates 


th St. P » Mi 
= Division of North St = Minnesota 


Polson Logging Company 
Hoquiam, Washington 





PPGRAVITY & POWER 
CONVEYORS 

















SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





























SELLING THE PRODUCTS OF DISTRIBUTORS OF 
*THE McCLOUD RIVER LUMBER SHEVLIN PINE SPECIES 
COMPANY PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY ees Byosemcaied wy — 
Bend, Oregon irst National Soo Line Building SUGAR (Genuine White) PINE 
_ "Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
ee ee DISTRICT SALES OFFICES: 
nn ta pang CHICAGO SAN FRANCISCO 
raybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
Pandevcta Fire Woodwork Lexington 2-9117 Telephone Central 9182 Exbrook 2-7041 
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saw, a 
machine, a 
shaper—in 
cutting tool it’s a sawshop. 


be 


struction. 





double mitre 
fact by 


used 


grooving 





Saw, 


a dado 


machine, a 


changing the 


It can 


for inside or outside con- 
For more complete in- 


formation write DeWalt Inc., Dept. 
AL&BPM, 101 Martha avenue, Lan- 
caster, Pa. 


Aluminum Step Ladder 


duty, 
step 
for heavy duty use, 





rs 
oer 
— 
— 
ae 
— 


millwright 
ladder. 





“< 4 a 


% 


type 


Now being produced is a heavy 
aluminum 
Designed specifically 
the ladder fea- 

Reeser hedges 3 





tures light weight plus strength 
and stability. The steps are formed 
by placing two aluminum ladder 
rungs side by side. Each rung tests 
to over 1000 pounds and will bend 
when over loaded. The rungs are 
corrugated; legs have insulated 
non-abrasive bases; folding braces 
are heavy gauge cadmium plated 
steel. The top platform is water- 
proof marine plywood. The ladders 
are available in lengths from four 
feet to 16 feet. For more complete 
information write Louisville Metal 
Products Company Inc., Dept. AL&- 
BPM, Louisville, Ky. 


Shingle Stains 

Stayon shake coat and Stayon 
shingle coat of the same quality 
used on Fitite shakes, are now 
available in one, five and 50 gallon 
containers. Dealers may — stock 
them and sell them for staining or 
renewing all rough wood exteriors. 
Stayon shake coat may be had in 
11 colors and the shingle coat in 
four darker shades. In the past 
Fitite shakes have been sold in 
seven pastel shades; now they may 


be had in four new colors. These 
are all deeper shades than the 
original colors. For more com- 





Can You Use 
These Items? 


C/L 1x4 No. 3 KD Fig. 
C/L 1x4 No. 3 S4S Std. 


C/L 1x6 D Pat. 116 KD Sdg. 
C/L 1x4 & wdr. 
S1S-2 e 


KD Boards & Siding 


AD Boards, Siding & Dimen- 


sion 


General Shed Stocks 


RL No. 








plete information about these 
products write Colonial Cedar com- 
pany, Dept. AL&BPM, Seattle, 
Wash. 
Ship Book Ends 

Of interest to dealers with gift 
departments are these new book- 
ends, of Grammes colorplate etch- 
ware in a nautical design. The 
heavy weight combined with the 
permanently etched metal plate, 
finished in antique silver, make 
them a practical gift. They are five 
inches high and five inches wide, 
packed in a gift box. For more 


complete information write L. F. 
Grammes & Sons Inc., Dept. AL&- 
BPM, 342-N Union street, 
town, Pa. 


Allen- 








made to 


shipped. 


3 


PONDEROSA PINE LUMBER 


We can buy for you up to 100,000 feet per day 
finance, dry, sort, grade and manufacture to fit 
your requirements. 


Must have firm order for season and arrangement 
secure 


Phone, wire or write your needs to 


HENRY H. ANDREWS 
P.O. Box 823 


Bank references exchanged. 


We guarantee dryness, grades and quality. 


payment of invoices when 


Lafayette, Calif. 
Phone Lafayette 4827 











Mixed Cars a Specialty 


4/4 AD Hardwoods 

You'll find Scotch lumber up to 
standard in every respect. We’re 
producing from fine quality 
timber. Our manufacturing 
equipment is complete and 
modern. Our grades are de- 
pendable. For value you can’t 
beat Scotch lumber. 


Cc 


SOUTHERN PINE @ 
FULTON, ALABAMA 


Mem ber 





SOUTHERN HARDWOODS 


SPIB and NHLA 











Gives Siding Jobs Improved 
Protection and Appearance 





On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along wil 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made o | 
oxidized zine . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de | 
tails write 4 


BUGHER MANUFACTURING CO. 


211 South Main Street, Kokomo, Ind. 
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Vt New! 
- MARKWELL 





(USE “RHD" 5/16” LEG STAPLES) 


Immediate Delivery! 


The favorite of Applicators, 
Contractors, and Home Own- 
ers for applying Rockwool 
Batts, Blankets, and Foil type 


Insulation. 


Staples can be driven flush 
into rafters, joists, studs, etc. 


Special construction of 
tacker permits access to eaves 
and dormer rafters. 


Loads 140 Markwell "RH D" 
5/16" staples. Easily fits into 
applicator's pocket or apron. 


MARKWELL MFG. CO., INC. 


INDUSTRIAL PRODUCTS DIVISION 
200 HUDSON STREET NEW YORK 13, N.Y 





“RH” INSULATION TACKER 








L. HL. 


Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operatien 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 








Douglas Fir. 
Pine, Cedar 
Hemlock 


Lumber 
Wholesale 


Your orders and inquiries solicited. 





THE GRISWOLD el LUMBER CO. 


FAILING BLOG PORTLAND. ORE. 


Bumainc Propucts MERCHANDISER 














Here’s a real profit opportunity for lumber and building 
materials dealers. Stewart Products are used extensively for 
the beautification and protection of all types of property. 
They comprise: Chain Link Wire and Iron Picket Fence; 
Plain and Ornamental Iron Railings; Iron and Wire Window 
Guards; Steel Folding and Sliding Gates; Ornamental Iron 
Lanterns; Steel Settees; Flag Poles, and many others in iron 
and wire. Cash in on this profitable business. Write for 
details. No investment necessary, and you are not required 
to carry any stock. 


THE STEWART IRON WORKS CO., INC. 
1551 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 





DEPENDABLE QUALITY 





/CAHABA 
BRAND 
HARDWOOD 

FLOORING 


HARDWOOD 
FLOORING 


Oak:-Beech-Pecan-Ash 







In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 


For prompt attention on your needs phone or write 


Miller & Company, Ine. 





Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 















Add New Directors, Officers in 
Kinzua Pine Election 


Several’ changes in the directo- 
rate and official set-up of Kinzua 
Pine Mills Co., Kinzua, Ore., well- 
known manufacturer of Ponderosa 
Pine lumber, are reported following 
a recent corporate meeting. 

The recently elected directors of 
the company are E. E. Anderson, 
Los Angeles, Calif., director and 
chairman of the Board; S. R. Die- 
trich, Lansing, Mich.; V. F. Schultz, 
Detroit; and Carl C. Coleman, J. D. 
(Mike) Coleman, O. D. Baker and 
J. F. Coleman, all of Kinzua, Ore. 

Officers of the company are J. F. 
Coleman, Kinzua, Ore., president; 
S. R. Dietrich, Lansing, Mich., first 
vice president; V. F. Schultz, De- 
troit, vice president; Carl C. Cole- 
man, Kinzua, vice president in 
charge of logging; J. D. (Mike) 
Coleman, Kinzua, treasurer and 
general manager; J. W. A. Luce, 





IM VodlF WFUTS 


Warren, Pa., secretary; Mrs. B. H. 
Thomas, Detroit, assistant secre- 
tary; and O. D. Baker, Kinzua, as- 
sistant secretary and_ assistant 
treasurer. 

With the revisions in directors 
and officers, principal corporate of- 
fices of the company, as well as 
operating offices, will now be at 
Kinzua, Ore. 


T. L. Ruffin Named Board 
Member of Lumbermens Mutual 


THOMAS L. RUFFIN, president of 
Ruffin & Payne, Inc., building sup- 
ply dealers in Richmond, Va., was 
elected to the General Advisory 
Board of the Lumbermens Mutual 
Casualty Company, it was an- 
nounced by James S. Kemper, 
chairman of the board. The an- 
nouncement of Mr. Ruffin’s election 
was made during the thirty-sixth 
annual meeting of the policyhold- 
ers, in session at the home office of 


the insurance company in Chicago, 
Ill. 

Mr. Ruffin is a member of the 
board of directors of First Federal 
Savings and Loan Association of 
Richmond, Pennsylvania Lumber- 
mens Mutual Fire Insurance Com- 
pany of Philadelphia, Pa., and the 
Richmond Builders Exchange. He 
has also been actively interested in 
the organization and progress of 
the Virginia Building Material As- 
sociation. 


New Firm to Coordinate Sales 
Operation of Two Companies 

Midwest Reserve Sales, Inc., has 
been established to manage the 
sales operation of both Midwest 
Jobbers, Inc., 1525 S. Morgan St., 
Chicago, and the Cook County 
Lumber Company, 130th and Indi- 
ana Ave., Chicago. 

Midwest Jobbers has always been 
wholesale to the dealer. Effective 
May Ist, Cook County Lumber 
Company discontinued all sales to 
contractors and over - the - counter 
business except where commitments 
had been made some time previ- 
ously. The yard will cater prin- 
cipally to the needs of retail lum- 
ber dealers in Western lumber, sid- 
ing, oak flooring, ete. Howard Falb 














SEATTLE, WASH. 





BURNER wi 


cone GRATE || THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


bi SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 





Rainelle, W. Va. 














HOUSTON 
REFUSE 
INCINERATOR 


Engineering Service & 
Estimates Furnished 
Without Charge 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 


HOUSTON 1, TEXAS 











INTERNATIONAL 
TIMBER PRODUCTS, INC. 


4441 WHITE-HENRY-STUART BLDG., SEATTLE 1, WASH. 
W. E. Diftord, Pres. 


MILL REPRESENTATIVE FOR 


Douglas Fir and other 
Western Woods 
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CORNER CUPBOARDS 


We are serving many building supply houses 
throughout the country. On our assembled un- 
finished corner cupboards they have found our 
corner cupboards to be most practical and 
economical. 


3 handsome models to select from. 2 with glass 
doors in top section, one with open top section. 


For pictures and prices write 


SLOSSWOOD, INC. 3, Sherckes Ave 














ORNAMENTAL WROUCHT IRON 


Ay A Hi Z p Interior and Exterior Iron Rail- 


}} | | ing, Window Guards, Ladders, 


























a WE Area Gratings, Cellar Doors, 
4) | BAr j Overhead Arches, Porch Col- 
y 1 4 AV umns, Pipe Railing. 
- AY ; 
} Also manufacture swing- 


Y ing, Sliding and Folding 
Gates for every purpose. 




















a Office and Factory: 

/ 2110 Florence Ave., Zone 6 

CINCINNATI IRON FENCE C° INC 
CINCINNATI OHIO. c< 








HERE'S HOW 
TO BUILD A BETTER BUILDING 
AT GREATER PROFIT 


ee | 





AMERICAN-BOWSTRING WOOD TRUSSES 


Increase the value of your building. American Roof 


Trusses eliminate the necessity of center walls and posts, 
* increase your floor space and make your building more 
adaptable to present and future uses. 
e Cut labor and construction costs. No expensive delays 


with American Roof Trusses. You save on costly foot- 
ings, posts, and brick work. Whatever you are building 
a —warehouse, garage, auditorium, store—American Roof 
Trusses are your answer. Write for free catalog today. 


AMERICAN ROOF TRUSS CQ. 


6846 STONY ISLAND AVE. 235 WEST 37th PLACE 
CHICAGO 49, ILL. LOS ANGELES 7, CALIF. 
PLAza 1772 ADams 3-4191 


ESTABLISHED 1922 








D. M. MCCLINTock LUMBER CO. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 








Silver Peak Lumber Co., Riddle, Oregon 








Favorite flooring of buyers for over 35 years. 


Dependable quality, reliable grades, finest 
manufacture. 





We are now making reasonably prompt 
shipments on heavy Beech and Birch in- 
dustrial flooring. 


8 WELLS Lumber Co. a 
Michigan i 


Manufacturers 











BuILDING Propucts MERCHANDISER 


TO RING UP 


MORE CASH 





SELL ON T 


with ABC... 


You get paid in cash and escape credit 
and collection worries. ABC offers 
nationwide instalment selling services 
exclusively for the building industry. 


= ALLIED 
BUILDING 
CREDITS, INC. 


3109 Wilshire Bivd., Los Angeles 5, Calif. 
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Member Western Pine Association 


teog'7 tl 


cy 


mber Co. 


44 













Winchester Box Company 
Winchester, Idaho 
Industrial Cut Stock and Specialty Items 
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We are now able to offer the following stock 


Small amounts 4 to 8/4 C A Mahogany. #1 
Com. & Btr. KD on hand 


1 car 8/4 s.w. & Btr. Appalachian White Oak 
2 cars 4/4 #2 Com. & 
2 cars 8/4 #2 Com. Poplar 


LE iii 


Y, 


Uy 


Yj 


is thoroughly dry: 


4/4 #2 Com. & Btr. Soft Elm 
8/4 #2 Com. & Btr. Hickory 


; 
Aff Se, 


tr. Beech 



















N. B. Reynolds 
Sales Manager 


HOW LONG WAIT? How long 
are you going to wait to get 
prewar quality lumber? We are 
shipping this class of stock 
every day, and would gladly 
furnish you names of customers 
near you. Bad habits are hard 


Boards - - 





Montgomery 1, Alabama 


Dimension - - 


YOUNGERMAN-REYNOLDS LUMBER CO. 


Mills: 
Samson, Ala. 
Wetumpka, Ala. 


to break and we are glad that 
we continued to ship nice dry 
yellow pine, Cypress and 
Southern Hardwoods during 
the war years. Why not buy a 
car today and be convinced? 


Timbers 


























ANGEL 


* HERN PIN 
— MIXED CARS 





61 YEARS 
LUMBER 


General Sales © 





BERGOMPANY 
jus a HARDWOODS 


A SPECIALTY 
OF SERVICE.TO 


DEALERS 
fice — KELTYS. TEXAS 

















will be resident manager at Cook 
County. Midwest will continue as 
wholesale jobbers of Ponderosa 
pine and fir, molding and trim. 
Stewart D. Griffith, president of 
Midwest Jobbers, Inc., and vice 
president and general manager of 
Cook County Lumber Co., will be 
president and general manager of 
the new firm. Don A. Weidler, 
president of the Cook County Lum- 
ber Company, will be vice president 
of the new firm. Purpose of these 
changes, according to company of- 
ficials, is to coordinate sales policies 
of both firms on a wholesale basis. 


C. L. Isted Dies 

C. L. Isted who retired a few 
years ago because of poor health, 
died May 21. He was formerly 
manager of the Shevlin-Hixon Com- 
pany at Bend, and since the incep- 
tion of the*Western Pine Associa- 
tion in 1931, has continually served 
the industry in some capacity: as 
director, executive committee mem- 
ber, production committee chair- 
man, treasurer and president. 


Harry Rodman, with Eclipse 
Lumber since 1912, Dies 

Harry I. Rodman _ suffered a 
heart attack and died shortly after- 
ward May 27 at his home in Win- 
terset, Ia. He had been associated 
with the Eclipse Lumber Co., Clin- 
ton, Ia., since 1912, joining the 
organization at Monticello. Two 
years later, at the age of 22, he was 
appointed manager at Plainfield 
which he operated until he was 
transferred to Monticello. His out- 
standing record at that yard be- 
tween 1919 and 1943 earned him 
the promotion to superintendent. 
Since then he has successfully 
served the yards in the western part 
of the state. 


Charles Proebstel Dies 
At His Home in Santa Fe 
Charles Proebstel, 71, a leading 
lumberman of the Southwest, died 
May 22, at his home in Santa Fe, 
N. M. Mr. Proebstel was _ presi- 
dent of the Santa Fe Builders Sup- 
ply Co., and chairman of the board 
of the Santa Fe National Bank. 
Born in Washington, he spent 
his school years in the state of 
Oregon where later he became ac- 
tive in the mercantile field. It was 
the lure of mining that took him 
to Santa Fe. In 1916 he and his 
brother-in-law, the late Levi 
Hughes, Santa Fe banker, bought a 
small yard which in quantity and 
variety of merchandise, soon be- 
came a model distributor for build- 
ers’ supplies. 


Under Mr. Proebstel’s manage- 
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THE SENECA WIRE & MFG. CO. FOSTORIA, OHIO 











FLOOR CONDITIONING 
EQUIPMENT 


FLOOR FLOOR 


POLISHER | | SANDER , 


. ; WwoOoD 
FLOOR EDGER SCRAPER 
No. FE 1 No. 18 





FOR PLASTER .- 


Co | re) a lt des perme 


Color-It is unexcelled for artistic interior de- 
coration and wall treatment. Beautifies walls 
immediately. Non-fading. Not effected by 

heat, sun, rain, lime or alkalies. 


NON - FADING Conveniently packed in 5 Ib. cartons. 


PURE OXIDE « HASTENS OCCUPANCY 


* SAVES COST OF 
PAINT JOB 
Write for Folder L-is 





















| Ne. 108 Green 
PuRManiny 
PLASTER and 
! CEMENT 
COL 
um rroon ORS 


ALABASTINE = (== 
MADE BY PAINT PRODUCTS GRAND 















LUMBER for SALE 


HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 
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ERNST SEIDELMANN CORP. 


ERES Building, 19 Murray St., New York 7, N. ¥. 
West Coast Office: Tacoma, Washington 
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BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
» Chie -tite 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Aiir-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 





Air-tite Stays simplify inventery 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 


The plunger of each 
Air-tite Stay expands 
and contracts against 18 
Ibs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 


e @ ton 
a tile Cut-away view - Actual size 


U.S. Pat. No. 2,187,412 
WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 











95 





ment the Santa Fe Builders Supply 
Co. in its early vears reached an 
annuai sales volume of $50,000. 
This total later ciimbed to three 
million. Several years ago when 
many yards were fined by the gov- 
ernment under the anti-trust laws, 
Mr. Proebstel fought the case 
through two courts, and won. 


D. H. MacMullen Dies 


D. H. MacMullen, 89, died May 
26, in Seattle, Wash. Mr. Mac- 
Mullen was one of the best known 
lumber salesmen in the middle west 
and west coast states for more than 
half a century. From 1900 to 1906 
he was sales manager for the St. 
Paul & Tacoma Lumber Co. and 
40 years following he was engaged 
in the wholesale and commission 
lumber business in Minneapolis. 


Appointments and Promotions 


Appointment of LEWIS E. ED- 
MUNDS as vice-president and salas 
manager of the Quality Materials 
Company, Buffalo, N. Y., has been 
announced by CHARLES A. HIGGINS, 
president. Mr. Edmunds, well 
known among lumber and building 


materials jobbers and _ dealers 
throughout the country, recently 


resigned as sales manager of the 
Grand Rapids Hardware Company 
to assume his new post at Quality 
Materials. The company is known 
as a specialized distributor supply- 
ing major specialties to lumber and 
building material dealers. Products 
now distributed include insulation, 
clay products, metal specialties, 
frames, windows, special millwork, 
electrical specialties, sash balances 
and pulleys. 





GEORGE J. HUMMEL, veteran 
newspaperman and former OWI 
division chief, has been appointed 
marketing manager of the Stam- 
ford Division of The Yale & Towne 
Manufacturing Company, Meade 
Johnson, general sales manager, an- 
nounced. Mr. Hummel succeeds Mr. 
Johnson as marketing manager 
and is responsible for developing 
merchandising programs for Yale 
locks, door closers, builders’ hard- 
ware and tri-rotor pumps. He will 
supervise all cataloging, sales pro- 
motion, dealer displays and adver- 
tising. 





STEWART W. WHITE has been ap- 
pointed manager of the wholesale 
plywood and lumber distributing 
yards for the Georgia-Pacific Ply- 
wood & Lumber Co., Augusta, Ga. 
Mr. White will make his headquar- 
ters at the Georgia-Pacific offices in 
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the Empire State Building, New 
York City, from which point he will 
supervise the operations and poli- 
cies of the warehouses at Boston, 
Newark and Philadelphia, as well 
as those of warehouses soon to be 
established in other cities. 





C. W. BoncE & Co., Buffalo, N. Y., 
representing lumber manufactur- 
ers, has taken larger space on the 
first floor at 495 Franklin street. 
In the company’s new quarters an- 
tique pecky cypress paneling is 
used in the private office of Mr. 
Bodge; the outer office is finished 
in antique knotty red cedar. 





Appointment of JOHN F. O’Don- 
NELL as sales manager for Stokol 
Stoker Company, Inc. of Indianap- 
olis was announced by A. H. GARD- 
NER, general manager. Mr. O’Don- 
nell has been with Stokol for 10 
years. Prior to his appointment as 
sales manager he was assistant 
general manager of the company. 


WAYNE J. HOLMAN, JR., has been 
named vice-president and general 
manager of Chicopee Sales Corpo- 
ration, New York City, according 
to an announcement made by G. 0. 
Lienhard, president. Mr. Holman 
joined Chicopee in 1940 and since 
1942 has served as general mana- 
ger of the Lumite Division, which 
was organized under his direction, 
He succeeds HARRIS M. McLAuGu- 
LIN, who has moved to the West 
Coast on his retirement from ac- 
tive business. 





SoL B. ROSENFELD has been ap- 
pointed field manager of the Build- 
ing Products Division of L. Sonne- 
born Sons, Ine., New York, with 
full responsibility for field super- 
vision of the division’s sales force 
and distributor and dealer activi- 
ties. He will make his headquarters 
in Richmond, Va., and will work 
closely with the division’s sales 
offices in New York City. 





Insure Quality Installation 
of Frames, Sash and Louvres 
(Continued from Page 71) 


the joint spacing is concealed by 
the finish coat. 


WINDOW AND Door FRAME 
PLACEMENT :— 


Wherever plan design permits, 
the tops of doors and windows 
should be installed at a uniform 
level. This practice will speed up 
the cutting and installing of head- 
ers and cripples, provide a level 
path for continuous molding or 
trim, and enhance the interior and 
exterior appearance. 


WINDOW AND DooR 
FRAME SIZES :— 

It is definitely an advantage to 
concentrate on stock sizes and limit 
them to regular single or mullion, 
elevated kitchen and bath room 
frames. This will reduce lay-out 
problems, ease the selection of in- 
terior trim, and make more con- 
venient the installation of shades, 
venetian blinds, and the later ap- 
plication of curtains and drapes. 

It will give to the dealer with 
limited stocks greater flexibility 
and increase his capacity to serve 
and also accellerate his inventory 
turn over and operating profit. 


EXISTING STRUCTURES 
NEW window or door openings 
in existing structures present a 
number of problems. In _ order, 
these consist of concealed wiring, 
pipes, ducts, framing headers and 


studs in frame buildings, and cor- 
responding obstacles to an_ even 
greater degree on masonry walls. 

The inescapable need for ade- 
quate temporary, as well as perma- 
nent load bearing supports over 
openings in exterior walls, is ob- 
vious, irrespective of whether ma- 
sonry or frame construction is con- 
cerned. Similar precautions to pre- 
vent failure must be considered 
where new openings are installed 
in existing interior load bearing 
partitions. 

Because of these and many other 
variances, unit package pricing is 
actually impossible. The only safe- 
guard for the dealer or his contrac- 
tor is to accept such work on a cost 
plus basis. 

The hazards are many; for ex- 
ample, the plumber, electrician, and 
tinner may be required to remove 
and replace wiring, pipes, or ducts. 
The plaster may be loose and need 
repair. Paint on wall or trim will 
require matching or repairing of 
the entire room or rooms. This may 
also occur if wall paper is broken. 

Wall thicknesses may _ require 
special width jambs; flooring may 
be at different levels, ete. Each job 
should be carefully inspected be- 
fore any estimates, even cost plus, 
are given. 

In our next article, the proven 
methods of dry wall and ceiling ap- 
plication to existing homes will be 
treated to include unfinished attics 
and basements, as well as existing 
rooms, which require new walls or 
ceilings. 


June 19, 1948, AMERICAN LUMBERMAN & 
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255 Decorator-Approved 


| Shades—you stock only 10 basic 
toner colors, 5 Quality whites! From 
these, all 255 shades are mixed surely, 
quickly, easily. 





All Five Paint Types 
The first toner color line covering the 
complete range of interior and exterior 
finishes — 

Enamel 

Flat Wall Paint 
Semi-Gloss Wall Paint 
Gloss Wall Paint 
Outside House Paint 


Nationally Advertised—F'ull Color advertisements in national magazines. 
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FOR FULL DETAILS 
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NOW you can really merchandise the 


nation-wide trend to color with 
profit instead of headaches! In the 
hands of hundreds of Devoe 
Agents the new Devoe Library of 
Color has already proved a profit- 
able business-building tool. It can 
do the same for you. 
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HOW IT WORKS 


1. Select shade from 
big (8% x 11 in.) 
sheets in Library of 
Colors Book. 


2. Add toner accord- 
ing to accurate for- 
mula printed on 
each color swatch. 


Put this great tool to work 
at moderate cost with the 
Devoe complete package deal 





Contains all ten colors in a carefully pro- 
portioned assortment of Colors and sizes— 
Big Library of Colors Book—Library of 
Colors Packs shown above (to clinch sales 
with selected customers) —full set of field- 
tested displays, and other sales-building aids. 


3. Stir and paint! 


Devoe & Raynolds Company, Inc. 
787 First Ave., New York 17, N. Y. 





Act fast and NOW if you want the benefits of the Devoe Library 
of Colors for your business. It is available only to Devoe Agents. 
To arrange an interview with a Devoe Representative, write today 
to Dept. E on your business letterhead. He will call without obliga- 
tion to explain all the advantages of being an authorized Devoe 
Agent—and how you can qualify for a Devoe Agency which may 
be open in your community. 








The varnish market is a big 
market—a profitable market. 
Devoe products give you prof- 
itable coverage right across 
the board. Stock all these 
Devoe varnish products. 
You’re sure of steady, profit- 
able sales for every varnish 
need. 


FOR ALL-ROUND USE~—INDOORS AND 
FLOORS, FURNITURE, WOODWORK, 
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